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Shanghai Branch, The National City Bank of New York 


THE FAR EAST . . . . Overseas banking is reopening for business 
(See OVERSEAS BANKING IN THE FAR EAST . .. Pace 20) 


This Month 
Service Charges...sy r. a. Bezouer 


Overseas Banking in the Far East...s, henry 5. noone 
First Aid for the Housing Problem. ..sy ear surke 











CHECKS ON 
HAMMERMILL PAPER, EH? 
THAT’S A PAPER 
I KNOW! 

















ME 


YOUR CUSTOMER RESPECTS 





The Best-Known Name in Paper! 


YOUR CUSTOMERS know the name “Hammer- 
mill.”” They have used Hammermill paper in 
their own business. They have seen it ad- 
vertised in their magazines for more than 30 
years. The Hammermill name in safety paper 


is a plus value that no other paper can 


give you...a step in good public relations. 

We'd like you to know Hammermill Safety 
paper better. A note on your bank letterhead 
will bring a sample book. Just address Safety 
Paper Division, Hammermill Paper Com- 
pany, 1503 East Lake Road, Erie, Pa. 
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Speedeposit 


Sirs: Our bank has announced a new 
quick deposit service called ““Speedeposit,” 
a recorded trade-mark, which makes it un- 
necessary for customers to wait. 

The deposit is prepared by the customer 
with a deposit ticket in the usual way and 
placed in a sealed envelope. The envelope 
requires only the name of the depositor and 
the total of the deposit. A large slot, in the 
teller’s cage next to the front door, is 
marked with an electric sign. The deposit 
envelope goes directly into the cage. 

Advice of credit is mailed the same day 
the deposit is received. In case of a differ- 


ence the customer is notified by telephone. - 


JoHN Morse, Treasurer, 
United States Trust Company, 
Boston 8, Massachusetts 
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Letters of Credit 


Strs: Frequently there are difficulties 
locating signatures on Letters of Credit, 
especially when they are not legible. 

Our bank has adopted a system whereby 
all signing officers have been assigned num- 
bers in the list of authorized signatures and 
these numbers appear opposite all signa- 
tures on the Letters of Credit. In this way 
other banks or branches handling our 
credits can locate signatures at once. 

Jose A. GONZALEz, Assistant Accountant 

The Bank of Nova Scotia, 
Havana, Cuba 


Pension Plan 


Strs: Our bank has adopted a pension 
and insurance plan that will provide officers 
and employees with lifetime incomes after 
they reach the retirement age of sixty-five, 
or insurance estates if they die younger. 

The plan provides for establishing a 
trust fund which utilizes the medium of a 
recognized legal reserve life insurance com- 
pany to furnish the insurance protection 
and annuities. Each policy contains a con- 
version feature. Funds, actuarily de- 
termined, are accumulated to provide the 
premium to convert life policies to annuities 
as employees reach the retirement age. 


Pension benefits will be determined by 
the salary and years of service. Generally, 
the plan is expected to provide an income 
which, when added to social security bene- 
fits, will be approximately one-half of bank 
salaries up to a maximum of $250 monthly. 
Life insurance will be on a schedule of $1,000 
for every $10 of monthly pension. 

The entire cost is borne by the bank with 
the individual contributing nothing be- 
yond loyalty and service. ““We want every 
member of our staff who has given us his 
best years to have this protection,” says 
President Norfleet Turner. 

D. H. Tutt te, Director Public Relations, 

The First National Bank of Memphis, 
Memphis, Tennessee 
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Home Planners’ Show 


Strs: We are enclosing a photograph 
taken at a three-day home planners’ show 
at our branch in Chico, California. During 
this period the officers’ platform was 
cleared of desks and departments were 
temporarily rearranged. The show was 
held in the evenings. 

Upon entering the show each visitor re- 
ceived a ““Home Planners’ Idea Portfolio,” 
a kit with pockets to hold pamphlets dis- 
tributed by the exhibiting dealers and the 
bank. Visitors were registered and assigned 
to definite groups. 

There were five speakers, each a specialist 
in some phase of home planning. During 
part of the show all five speakers were 
speaking simultaneously to different groups 
assembled at different locations. 

Near the banking room entrance was a 
representation of a portion of a bungalow 
where the first speaker, Lawrence G. 
Thomson, architect, discussed modern home 
design, flanked by large display panels. 

The second speaker, Maurice Sands, in- 
terior designer, was stationed in the com- 
mittee meeting room downstairs. 

In another location on the main floor was 
Miss Maxine Roberts, home economist, 
Pacific Gas & Electric Company, who dis- 
cussed kitchen arrangement and showed 
colored slides of modern kitchens. 

Visitors were next conducted to a special 
room downstairs where Jared A. Hill, do- 
mestic utilization engineer, Pacific Gas & 


Home planners’ show, Anglo California National Bank, Chico, California 
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Electric Company, discussed adequate 
wiring for electrical equipment. 

The concluding talk, on home financing, 
was given by L. R. Brown, vice-president 
and manager of the Chico branch. 

The show was planned by Mr. Brown, 
Assistant Manager J. S. Daniel, and Mon- 
roe A. Bloom, advertising manager. 

The results were highly successful. It is 
now planned to hold similar shows later in 
the year in other centers in Northern Califor- 
nia where the bank operates branches. 

R. D. Bricuam, Vice-President, 

The Anglo California National Bank, 
San Francisco 20, California 
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HOW TO BROADEN 
YOUR SERVICE TO CUSTOMERS 


For many decades the Chase National Bank has served as New York corre- 
spondent for thousands of other banks in this country and abroad, maintaining 


cordial relationships with them and providing facilities which are utilized in 
whole or in part by them. 


Among these services are: 


Safekeeping of securities Issuance of letters of credit 

Providing information concerning Information on credit standing of 
investment matters firms and individuals 

Collection of checks, drafts and Participation in local loans when 
other bank documents desired by correspondents 

Transmission of funds abroad and Performing a wide range of inci- 
shipment of currency dental services 


4 


Because of our experience in handling this business and our friendly desire to 
cooperate at all times, the Chase now serves almost half of all the banks in this 
country which have named a New York correspondent. This close association 
with other banks, both large and small, in every section of the forty-eight states, 


enables these institutions as well as the Chase to broaden their own service 
to customers. 


You are invited to take advantage of the world-wide facilities of the Chase 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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In the TREND of BANKING 









Outlook for the Future 
Real Estate Market 


In a smart business-cultivating and good- 
will creating move, the Society for Savings 
in Cleveland recently was host at a special 
real estate meeting held in a local hotel for 
600 builders, realtors and others interested 
in real estate and building problems. Those 
attending heard some specific and highly 
interesting forecasts of the future. 

Dr. Roy Wenzlick, noted real estate 
analyst, was the principal speaker. He 
made 22 predictions for the 1946 real estate 


market, with many of his prognostications - 


extending in 1947 and beyond. His address 
was transcribed in brochure form by the 
Society for Savings, and according to 
Assistant Vice-president D. James Pritch- 
ard the bank has received requests for 
about 750 copies, indicating the interest 
which the talk generated. A very limited 
number of transcripts are still available, 
and can be obtained on a “first come, first 
served” basis from the bank. 

Predictions. Dr. Wenzlick predicted 
that residential values will not drop in 1946 
or 1947, and may go still higher. He 
further hazarded the opinion that con- 
struction costs will continue to advance into 
1947. It was his belief that vacant land for 
residential use will gradually increase in 
price, reaching its highest peak in four 
years. He foresaw a continuation for the 
balance of the year of the very high level of 
real estate sales, which exceeds all records 
since 1889 in relationship to the number of 
families in principal cities. 





22 predictions of future trends 


The real estate boom is going to con- 
tinue for a number of years in the future, 
Dr. Wenzlick holds. However, while fore- 
closures are now at a very low level, he 
predicts that they will rise again in the 
future and that loans made for a high per- 
centage of value are going to get into diffi- 
culty, perhaps in the early fifties. He be- 














Left to right: Dr. Roy Wenzlick, President H. S. Sherman and Vice-President I. W. Distel of 
the Society for Savings in Cleveland, and George Forbes, President, Cleveland Real Estate Board 


Cleveland bank is host to realtors as noted analyst “‘prognosticates“’ 


lieves that the next major change in urban 
mortgage interest rates will be up rather 
than down. 

“If I owned a single family residence here 
in Cleveland which was not too obsolete, I 
wouldn’t try to sell it on today’s market,” 
Dr. Wenzlick told his audience. “I think 
this shortage and the present prices will 
continue for another year or two at least, 
and during that time I believe the infla- 
tionary trends are going to clarify them- 
selves a little better. I think that a year or 
two from now we are going to know about 
how far inflation is going and if the trends 
are still upward, I would hang onto my 
property. I wouldn’t try to get out. But if, 
on the other hand, our situation is pretty 
well stabilized, then I would get out as 
fast as I could.” 

Farm boom ending. Dr. Wenzlick 
thinks that the farm boom is starting to 
come to an end. “If I owned farms, as an 
investment, I believe that I would figure 
on being out of those farms entirely within 
two years,” he stated, “‘unless again it ap- 
peared that inflation is running wild.” He 
predicted that there is going to be a tend- 
ency for life insurance companies and big 
financial institutions to be more careful 
about the percentage they lend on farms. 
It was his opinion that interest rates on 
farm financing would go sideways, with the 
next major movement slightly upward. 

Dr. Wenzlick illustrated his talk with 
numerous charts, and substantiated his 
statements with figures related to long- 
term trends. 

“‘We have found this program has been 
very well received by the brokers and real 
estate people,” reports Mr. Pritchard. “In 
many cases salesmen have told our con- 
tact men that it has helped immeasurably 
in their own work.” 


Significance of Savings 


In a recent advertisement appearing in 
financial papers, The Troy (New York) 
Savings Bank cites the responsibility of 
American banks in promoting the savings 
habit, and tells what it proposes to do about 
this obligation from an individual stand- 
point. The ad copy states: 

“If the functional importance of savings 
is to be understood by the majority of the 
American people, the American banker 
must accept his full share of the responsi- 
bility. 

“The sheer economic necessity of saving 
a portion of our individual share of the 
national product must now be promoted 
with the same zeal and effectiveness as 
American bankers devoted to the selling of 
war bonds. 

“The Troy Savings Bank has asked 
Joseph Stagg Lawrence, economist and 
vice-president of the Empire Trust Com- 
pany of New York, to analyze and interpret 
the significance of savings to our national 
economy in terms of employment and 
higher living standards. 

“The Troy Savings Bank will prepare 
and publish this year a series of advertise- 
ment presenting horse-sense economic ver- 
ities in language that everyone can under- 
stand. They should appeal to the inherent 
sound intelligence of the American people. 
We hope they will arouse that proverbial 
vigilance so necessary at this time to pre- 
serve a free society and promote enduring 
prosperity. 

“‘A quarterly bulletin, edited by Mr. 
Lawrence, will reproduce these advertise- 
ments and provide a background of inter- 
pretative comment. Copies of each bulletin 
will be sent to bank officers and directors 
upon request.” 





Publicizing Banking’s Role in 
Helping Small Business 


New York banks are tying in with the 
state’s program for developing and expand- 
ing small business, which has for its goal 
the creation of 100,000 new businesses to 
offset the same number of small enterprises 
that closed during the war. The committee 
on commercial development of the New 
York State Bankers Association in co-oper- 
ation with the New York State Depart- 
ment of Commerce is offering member 
banks and clearing houses an opportunity 
to publicize banking’s role in the plan. 

A “kit” of informational material, de- 
veloped to help bankers let small business- 
men know that the banks are ready to aid 
them with credit and counsel, includes a 
series of four special advertisements high- 
lighting banking aids for small business, a 
booklet, “Financial Services for the Small 
Business,” posters for window and lobby 
display, and suggested local news stories. 

In an accompanying letter, the com- 
mittee chairman, Neil D. Callanan, vice- 
president of Manufacturers and Traders 
Trust Company, Buffalo, points out: “It 
is no longer enough to conduct one’s busi- 
ness ethically and competently—to follow 
the old tradition of ‘saying nothing and 
sawing wood.’ Today, leaders in business, 
commerce and industry know that good 
deeds do not always speak for themselves— 
they realize that it is also necessary to let 
the public know that the job is being done. 
Our promotional materials were designed 
to help banks accomplish this objective.” 
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Part of the “kit’’ of informational material developed for the banks 


New York State banks tie in with Small Business Plan 


Selling Commercial Banking 


The Union Trust Company of Pitts- 
burgh has launched a newspaper campaign 
advertising the service of banking in general 
to the community. 

The campaign is designed to do a public 
relations job, each advertisement relating 
the commercial bank to the life of the com- 
munity in terms of employment and busi- 
ness growth. One of the first advertise- 
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The New Outlook for 
BANK STOCKS 


Presenting an appraisal of the risk factors 
and long term appreciation potential in 
bank stocks, and a comparison of their dis- 
tinctive qualities with those of other invest- 


ments, including fixed income securities. 


Copy on Request 


EASTMAN, DILLON « Co. 


MEMBERS NEW YORK STOCK EXCHANGE 


15 Broad “Street, New York 5, N. Y. 
Los Angeles 


Paterson 


Reading Easton 


Hartford 
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ments likens the bank to an employ- 
ment agency for money out of work. 
Another explains how the banking system 
acts as a national collection agency for the 
payment of checks. A third describes how 
banks, by taking over the job of waiting for 
financial settlements, greatly facilitate 
business transactions. 

No reference to The Union Trust Com- 
pany is made except in the signature. The 
copy is strictly educational, dealing with 
the institution of money and the function 
of money as a stabilizer and business 
builder. The pictograph technique has been 
used, and copy employs lay terms through- 
out. The advertisements are prepared by 
Fuller & Smith & Ross, Inc., Cleveland. 

The series is appearing in the local news- 
papers and also in two of the national 
financial papers. The latter insertions are 
used to familiarize bankers with the series 
as a public service. Reprints are being 
mailed to a wide list of bankers and other 
interested groups. 
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Some Tips on Title I 


In discussing how to get Title I business 
from dealers, C. A. Bushman, vice-presi- 
dent, Bayside National Bank of New York, 
also suggests a number of safety devices 
designed to assure successful financing 
operations. His thoughts are incorporated 
in an informative article which appears in 
the Insured Mortgage Portfolio, quarterly 
FHA publication. 

Don’ts and do’s. In 18 years of special- 
ization in all types of personal installment _ 
credit, Mr. Bushman has handled more 
than $35,000,000 of dealer time payment 
business. Out of this experience he offers 
the following suggestions: 

“Before soliciting a dealer’s business, 
check with the supply houses and other 
dealers for their opinion and knowledge of 
his background. 

“‘Where a dealer offers his business un- 
solicited, determine the reason. Competi- 
tion is too keen for a dealer to have to 
peddle his paper. Be unusually careful in 
checking his background and particularly 
check with the institution where he previ- 
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United States Government Securities 


A Service for Portfolio Managers 


For more than 25 years we have been dealers 
in United States Government Securities. The 
facilities of our Bond Trading Department are 
available to portfolio managers and we are 
prepared to offer suggestions regarding the 


composition of Government Bond portfolios. 











Collection of Par and Non-Par 
Checks 





Collection of Notes, Drafts, 
Coupons, Matured Bonds and 
Other Items 





Transfer of Funds, Remittances 
and Domestic Money Orders 





Credit Information 


Servicing Loans to Brokers and 
Dealers 





Participation with Correspondent 
Banks in Loans to Local 
Enterprises 





A Partial List of Bankers Trust Company Services to Banks 


Safekeeping of Securities 





Consultation on Pension and 
Profit-Sharing Plans 








Dealers in United States Govern- 
ment, State and Municipal 
Securities 


Co-Paying or Exchange Agent, 
Co-Transfer Agent or Registrar, 
and Co-Depositary 








Investment Information 


Trust and Reserve Accounts 








Commercial Paper Purchases 





Receipt and Delivery of Securities 











International Trade and Foreign 
Banking Facilities 
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BANKERS TRUST COMPANY 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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ously financed, especially if he speaks dis- 
paragingly of it. 

“Learn whether he operates purely as a 
sales organization, subletting his contracts 
to others (this type is often dangerous), or 
whether he has his own equipment and 
mechanics. 

“‘Determine his moral views from his con- 
versation. If he is a fast, glib talker and a 
braggart—be careful. 

“Check completion of the work by tele- 
phone on the first few deals from a new 
dealer, particularly if he waits for his check. 

“Where you learn through complaints or 
otherwise that promises not included in the 
contract are being made by a dealer or his 
salesmen, or completion certificates are 
being submitted before the job is finished, 
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or superduper high pressure sales methods 
are being used such as the ‘Model Home’ 
approach, it is notice to discontinue the re- 
lationship forthwith. Never deal with a 
crook on the theory you can outsmart him. 
The ‘Model Home’ method is when a home 
owner is sold the job on the promise that 
the house will be used as a model and on 
every subsequent sale in the neighborhood 
the owner will be paid a commission. 
“Beware of the dealer who waits for his 
check. This may only indicate a tight 
financial position but also may mean the 
dealer is trying to get his money before the 
customer has an opportunity to complain. 
“Don’t encourage or connive with a 
dealer to evade FHA regulations. He will 
lose his respect for your institution and will 











“First” for Banks 


For more than 80 years promptness, efficiency, 
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soon indulge in evasions to its detriment. 

“Don’t advance funds against incomplete 
jobs unless the dealer’s financial statement 
warrants an unsecured loan, in which event 
he probably will not ask for the advance. 

*‘Don’t make unwarranted loans in order 
to get a dealer started doing business with 
your institution. 

“Don’t take a bad credit for any reason.” 
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For small banks. On the same topic of 
Title I loans, the profit possibilities for 
small banks were cited by Kenneth R. 
Wells, assistant vice-president, American 
National Bank ahd Trust Company of 
Chicago, in a talk at the Mid-Winter Con- 
ference of the Illinois Bankers Association. 

“Some of you who are in a bank with only 
two or three people are probably saying to 
yourselves by this time that what I have 
been telling you may be very fine for a large 
bank with a staff of people specializing in 
this business but it doesn’t apply to your 
bank,”’ Mr. Wells commented. ‘“Let me ask 
you this question. Would $3,000 to $4,000 
a year extra income help your bank? Can 
you get two deals a week? If you can, it 
will bring you approximately $4,000 a year. 
From your surrounding country can you 
get ten deals a week? If you can, it will 
bring you in $15,000 to $20,000 a year. 

“You can do-this with a minimum of de- 
tail,” Mr. Wells continued. “The FHA 
business is really quite simple to handle and 
those of us who are more active in the 
business will be glad to send you forms and 
rate charts which you can use, and if you 
confine your deals to those improving the 
actual structure of the house you will be 
within FHA regulations.” 


Sd . * 


Display in Miniature 


A modern miniature kitchen display is 
attracting so much interest at Peoples- 
Pittsburgh Trust Company’s main banking 
room at Fourth and Wood Streets that 
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and friendly contacts have characterized The 
First National Bank of Chicago relationship with 
correspondent Banks. 


similar displays are now being prepared for 


These qualities have been developed by an 
intimate knowledge and appreciation of the 
problems and the needs of out-of-town banks. 
How successfully The First of Chicago has met 
the requirements of correspondent banks is 
attested to by the ever increasing number of 
banks that take advantage of the complete facili- 
ties available to them at The First. 


Kitchen 


Your bank is cordially invited to make this bank 
your Chicago correspondent. 


Or am 





The First National Bank 
of Chicago 


Growing with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








¢ 








Built to exact scale 
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the bank’s eight branches in the immediate 
future. 

The display permits the housewife to see 
just how a modern kitchen may be ar- 
ranged. All appliances—sink, stove, re- 
frigerator and kitchenette—are built in 
miniature to exact scale even to the fruit 
bowl, miniature flower pot and telephone. 
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Iowa Banks Sponsor Joint . 
Radio Advertising Campaign 


A total of 633 out of the 653 Iowa banks 
have joined in supporting financially the 





Chairman Buckley initiates broadcasts 


first statewide “spot” radio advertising 
program which banking has ever attempted. 


broadcasts are not tied to the Iowa Bankers 
Association but to the local banks. Each 
transcription contains the slogan, “On any 
financial matters, see your local banker.” 
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Rochester Banks Plan 
Unique Housing Project 


Said to be the first project of its kind is 
the ‘‘Rochester Plan,” under which all com- 
mercial and savings banks in Rochester, 
New York, have joined in a non-profit, low- 
rental project for veterans as a step toward 
solving the local housing problem. 

Under the proposed plan, the eight 
Rochester banks will form a corporation 





to construct approximately 150 low-cost 
houses for war veterans. It is contemplated 
that the major share of the financing will 
be through a mortgage issued under the 
National Housing Act. This will carry a 
low rate of interest and will be held jointly 
by the participating banks. The banks 
plan to sell the property to the city at the 
end of the amortization period, and the city 
will then apply the income against its debt 
or for public improvements. 
The Rochester Clearing House Associa- 
tion has formed a committee to work out 
details of the program. The group includes 
Elmer B. Milliman, president of Central 
Trust Company, chairman; Raymond N. 
Ball, president, Lincoln Rochester Trust 
Company; Edward Allen Stebbins, presi- 
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Serving the 
INVESTMENT 


NEEDS 
of 
INSTITUTIONS 





The basic purpose is to advertise the local 
banks in particular and the Iowa banking 
industry in general. Thirteen out of the 
20 Iowa radio stations are being used, and 
the initial transcribed announcement was 
made on March 4. It is expected that the 
advertising campaign will be continued for 
a full year. 

Supervising the program is the public 
relations and educational committee of the 
Iowa Bankers Association, headed by 
Chairman E. F. Buckley, president of the 
Central National Bank & Trust Co., 
Des Moines. 

For years the opinion had been expressed 
by various Iowa bankers that a statewide 
publicity and advertising program would 
be well worthwhile if it could be arranged 
through some medium on a consistent week 
by week basis, and provided that the cost 
was not too great. Officers of the associa- 
tion, noting the growing popularity of the 
“spot” advertising which follows national 
radio programs, concluded that a continu- 
ing program based on such advertising 
could be financed at minimum cost on a 
co-operative basis. A preliminary estimate 
was that the annual expense to a bank with 
assets of $250,000 or less would be $3.00, 
while for banks of over $10,000,000 the cost 
per year would be $36. Contributions by 
the banks were forwarded along with the 
1946 annual dues. 

Every effort was made by the committee 
to work out a radio “‘network”’ that would - 
blanket the state with the greatest possible 
efficiency. It sought to include as many of 
the smaller local stations as possible, to 





70 PINE STREET 


Our Institutional Department offers special serv- 
ice to banks, insurance companies and other 
institutions by assisting them in the solution of 
the many phases of their investment problems. 
Our broad experience enables us to provide 
institutions with current basic facts concerning 
security market activities—-a service of particular 
value during these days of changing conditions. 


In addition, through the facilities of our 89 
strategically located offices—connected by direct 
wires—we are able to assemble facts concerning 
markets and securities promptly and efficiently. 


This type of service offers a modern and logical 
approach to today’s institutional investment 
problems. We will be more than happy to sit 
down with you personally and discuss the many 
phases of your investment requirements in a 
confidential manner. 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Offices in 88 Cities 


NEW YORK 5, N. Y. 
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FOREIGN REMITTANCES 


Banks with or without Foreign 
Departments are invited to uti- 
lize this Bank’s special facilities 
for commercial and benevolent 
payments abroad, and for the 
drawing of drafts under the 
Bank’s protection. 

Our 37 years’ experience is avail- 
able for assisting banks to estab- 
lish or extend their remittance 
service, and we are prepared to 
furnish complete information re- 
garding money transfers to for- 
eign countries. Inquiries for de- 
tailed informationarewelcomed, 


Member: New York Clearing House 
Association, Federal Deposit Insurance 
Corporation 





Main Office: 37 Broad Street 
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Photomural transforms blank wall with local rural scene 


dent, Rochester Savings Bank; and John 
W. Jardine, president, Genesee Valley 
Trust Company. 

The Rochester banks believe that the 
local communities should take the initia- 
tive in the present housing crisis, rather 
than to depend upon outside assistance. 
The Federal Housing Administration is 
said to have a keen interest in the project, 

















Correspondent Banking 
As We See It 


Correspondent banking, as Manufacturers National 
Bank of Detroit sees it, covers a far wider range of ac- 
tivities than collections, deposits and money transfers. 


Correspondent banking means teamwork—means the 
sharing of bank experience and the intelligent interest 
of a bank in the problems of other banks. 


Your bank will find that Manufacturers National is 
ready to work with you in every way it can. Call on 


us at any time. 


MANUFACTURERS NATIONAL BANK 
OF DETROIT 


Member Federal Deposit Insurance Corporation 
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and it is thought that the plan may become 
a pattern for other cities. 

Certainly, it is excellent public relations 
for the Rochester banks. 


° sf 


Rural Beauty Recaptured 


Those who enter the lobby of the Clinton 
County Bank and Trust Company, Frank- 
fort, Indiana, can easily imagine that they 
have stepped into a rural scene of tranquil 
beauty, so lifelike is the large photomural 
which decorates the wall. 

“The enlarged photo is 18 feet long and 8 
feet high and is finished in sepia,” says 
Robert E. Hall, executive vice-president of 
the bank. “The mural is of a local scene 
and has caused a great deal of favorable 
comment. It might give other banks an 
idea of what to do with a blank, unsightly 
wall.” 

Some idea of the attractiveness of the 
enlargement can be gathered from the 
accompanying illustration. 


° ¢ 4 


New Expansion Program 
of Mortgage Bankers 


In preparation for the large volume of 
building and real estate financing expected 
in the future, the Mortgage Bankers Asso- 
ciation of America is expanding the scope 
of its activities. 

One step involves the setting up of a _ 
Washington office for the organization, in 
addition to the national headquarters which 
will remain in Chicago. A committee has 
been named to supervise this move. 

Another phase of the new program is the 
expansion of the association’s educational 
activities, with emphasis on courses de- 
signed to assist veterans and other young 
men wishing to enter mortgage banking. 
Two courses have already been arranged 
for this Spring, the first at New York Uni- 
versity for city mortage lenders, and the 
second at Purdue University for farm 
mortgage lenders. 

Frank J. McCabe, Jr., of Chicago, has 
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joined the association as director of research 
and education, and will be in charge of the 
augmented program relating to these two 
activities. 

Legislation sought. Meanwhile, the 
association is urging Federal legislation to 
adapt the plan used in financing war hous- 
ing, under Title VI of the National Housing 
Act, to the present housing problem. It is 
advocating a section permitting the insur- 
ance of rental housing on the basis of 90 
per cent of present costs by FHA, and 
another section for financing individual 
homes with a sales limitation of $8,500. 
The plan would also authorize FHA to 
insure a single mortgage on a veteran’s 
home for not more than 100 per cent of 
value at an interest rate of not over 4 per 
cent, with elimination of the mutual insur- 
ance premium, and losses to be absorbed by 
the government as was done in the war 
housing effort. 


It is pointed out that veterans are not 


likely to use the FHA system of financing, 
as presently constituted, when they can 
get more attractive terms through the 
Veterans Administration. 


e ° ° 


Monetary ‘‘Shenanigans”’ 


Claude L. Cope, 25, of 18 Wight Place, 
Tenafly, New Jersey, was a_ thousand 
dollars richer when he placed matched 
halves of a thousand dollar bill in the hands 
of a teller at the Union Bank of Commerce, 
Cleveland. 

Mr. Cope and Bob Pepper of Hollywood, 
California, had been trying for almost four 
weeks to get together in order to match 
their halves of a thousand dollar bill which 
had been given them by the “Truth or 
Consequence” radio program in New York. 








End of the long trail 


After twenty-four hectic days of searching 
for each other over a trail that led them 
through nine major Eastern cities, Mr. 
Cope and Mr. Pepper found one another in 
Chicago, but to their dismay the halves 
did not match. A frantic call to the Truth 
or Consequence program revealed that 
instead of two halves, there were actually 
four halves in circulation, and that they 
would have to back track through New 
York, Philadelphia, Baltimore, Washing- 
ton, Pittsburgh, Cleveland, Detroit, Chi- 
cago and Indianapolis in order to find the 
matching ones. 
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C. J. DEVINE & CO. 


48 Wall Street, New York 5 HAnover 2-2727 


Chicago °* Boston * Philadelphia + Pittsburgh * Cleveland 
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Direct Wires to all Offices 


+ 








w 

















Experienced Foreign Banking Service in 


CENTRAL and SOUTH 


AMERICA 


To banks and business firms interested in Central and South America, we 
offer a service backed by over a quarter, century of experience in these im- 
portant areas, Our long established branch offices assure you of valuable assistance. 


Branches in Argentina, Brazil, British Guiana, British 
Honduras, Colombia, Peru, Uruguay, Venezuela, Cuba and 
the West Indies. 


Two branches in London, England 
Complete foreign banking service in all parts of the world 
New York Agency—68 William Street 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 


Branches in Canada 


from Coast to Coast $2,000,000,000 
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Mr. Cope, with his 2-foot stovepipe hat 
and high black boots, raced from Chicago 
to Detroit, and then to Cleveland where he 
shouted the magic word “‘Heathcliff”’ to the 
four winds. At a restaurant he was re- 
warded with an envelope which contained 
the matching half of the thousand dollar 
bill. 

His search ended, Mr. Cope marched 
victorious to the Union Bank of Commerce, 
exchanged his big bill for travelers checks. 
The scene on Page 9 shows Gertrude 
Luther, teller, handling the transaction 
while Mae Donnelly, also a teller, looks on. 
When asked how he was going to spend the 
money, Mr. Cope replied, “I don’t know 
about spending it but right now I’m going 
back to Tenafly. I’M TIRED OUT.” 


+ + ¢ 


Construction Innovations 


The Bank of Virginia has launched the 
construction of a new $300,000 building for 
its Roanoke office which will feature several 
innovations in banking quarters. 

Double plate Thermo-pane glass will 
comprise most of the exterior walls of the 
building, providing an exceptional amount 
of interior daylight and visibility, as well 
as eye-appeal when viewed from the street. 

Three separate vaults will be installed. 
For the convenience of customers, a vault 
for safe deposit boxes will be located on the 
main floor. Another vault will be in the 
basement and a third on the mezzanine, 
eliminating the necessity of moving records 
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from all parts of the building to one base- Ultra-modern new branch, Bank of Virginia, Richmond 











LOW COST CHECKING ACCOUNT 


ASSURES PROFITABLE ACCOUNT VOLUME 





The ThriftiCheck service plan is an acknowledged leader in the nationwide swing to 
no-minimum balance checking accounts. Our client banks are convinced that it is 
the most practical plan for their use—the single charge to the depositor for the sale 
of the book cuts down handling details. 
Imprinting the depositor’s name on every check (delivered at once) speeds up bank 
operations—and pleases the customers. 


For information about ThriftiCheck as a profitable bank service write: 


BANKERS DEVELOPMENT CORPORATION 
31 Nassau Street, New York 5, N. Y. Rector 2-7580 
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ment vault for locking up each night. 

Customers entering the bank will see no 
rails or bars between them and the loan 
officers or officials they want to talk with. 
The tellers’ cages will be of the conven- 
tional type, but will have an unusual flexi- 
bility. The entire arrangement could be 
changed almost overnight. Electrical 
junction boxes are to be located in the floor 
at the corners of 18-inch squares through- 
out the floor plan. Removal of a decorative 
rosette at each of these points will uncover 
wires for lighting, telephone and buzzer 
systems. This will permit location of desks 
or tellers’ cages anywhere they are wanted. 

The building will be air conditioned 
throughout. 

A full basement will include public rest 
rooms, employee rest rooms, locker rooms 
and a cafeteria, in addition to a large vault 
and utilities. 

. . S 


Unique Credit Agreement 


W. Logan MacCoy, President of the 
Provident Trust Company of Philadelphia, 
has confirmed the establishment by a 
group of Philadelphia banks of an unusual 
credit of $4,500,000 for the manufacture of 
a new line of household appliances. This 
credit has been made available under a 
special agreement with the Monitor Equip- 
ment Corporation of New York, its manu- 
facturing sources and its nationwide or- 
ganization of distributors. 

Under the terms of the agreement, the 
bank group consisting of Provident Trust 
Company, The Pennsylvania Company for 
Insurances on Lives and Granting Annuities 
and the First National Bank, all of Phila- 
delphia, will give credit commitments to 25 
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c. Hanover is one of New York’s 


oldest commercial banks—and one of 
the most experienced in handling the 


business of correspondent banks. 


Unusual requests receive the resource- 
ful, personal attention of officers who 
are acquainted with conditions in all 


parts of the country. 





CENTRAL HANOVER 
BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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appliance manufacturers who will produce 
all of Monitor’s equipment. The appliances 
will be sold through 60 established dis- 
tributors and some 5,000 household equip- 
ment dealers. Monitor is owned by its 60 
distributors. 

“The new credit agreement is unique” 
Mr. MacCoy said in his announcement, 





THE BURROUGHS CLEARING HOUSE—April, 1946 


“in that it enables the banks to play a direct 
instead of a secondary part in the produc- 
tion of real goods and makes it possible for 
a group of business men to obtain the 
benefits of modern day mass production 
through a co-operative enterprise. We 
feel that it puts banks in the position of 


returning to one of their traditional func- 





SSSSSESSSESSTSSOSGSSISESSSICSSSSSSSGSS 

















co oO; 
3 3 
: - : 
®| (Good Neighbor : 
4 Banks throughout the country - 4 
& have found this Indian the sym- 2) 
+4 bol for a “good neighbor” upon 4 
& whom they can rely for effective Fo) 
4 results in New England. > 
Fo) “Outstanding Strength” for 10g Years 10h 
co - & 
is The National ° 
& CAPITAL 

& Shawmut Bank § sos |e 
@ 40 Water Street, Boston SURPLUS @ 
: Member Federal Deposit Insurance Corporation $20,000,000 4 
co o 
FOL OL OL POPE OL OT SLOP OL OLOMOLOLOLOLOLOLOLOLOLOLO LOL OLO LOLOL OL) 








Tn 








INFORMED ACTION IS THE KEY TO SUCCESSFUL INVESTING 


———————— 





= Fora Balanced 
- 4 Investment Structure 


To maintain a sound, balanced investment fund, 
each new security purchased should fit properly 
among thosealready held—in point of maturity, 
type, on ocation and marketability. 
In addition, it should conform to your over all 
individual requirements. This analysis chart 
provides a simple form for classifying and 
organizing essential information concerning 
the structure of your bondaccount. It will show 
whether your account is well balanced, suited 
to your needs, properly diversified. It will reveal 
how much tax exemption you have, how 
maturities are distributed. It may guide you to 
advisable changes or suitable further purchases. 















~ Send for this Handy 
a ee —— Investment Analysis Chart 

HALSEY, STUART & CO.INC. : For informed action in maintaining a balanced 
123 S. La Salle Street, Chicago 90, Illinois € fund structure, utilize this helpful appraisal 

Gentlemen: Please send me, without cost or E chart. Many find it useful not only in classify- 
obligation, “Investment Analysis Chart. E ing but in maintaining a reference record 

; 7 of bonds, stocks and mortgages. A copy 
Name — will be sent upon request, without obligation. 
Address E 

GB Use thi 

City nia h se this request form—at no cost. 
BC-5 ea __ 


HALSEY, STUART & CO. INc. 












tions of financing the flow of goods from the 
manufacturer to the distributor.” 

Mr. MacCoy explained that the banks’ 
decision to enter into the Monitor project 
is based on the credit standing, financial 
ability and selling organization of each of 
the 60 Monitor distributor-stockholders. 


Sf e * 


Housing for Veterans 


To help alleviate the housing emergency 
the FHA has developed a “Remodel for 
Veterans” program, in conjunction with 
the recently liberalized Title I regulations. 

Details of the program are contained in a 
handbook prepared for dealers, contractors 
and financial institutions. It suggests steps 





A Handbook for 
DEALERS, CONTRACTORS 
and FINANCIAL INSTITUTIONS 


FEDERAL HOUSING ADMINISTRATION 
WASHINGTON, D.C 








Outlines details of program 


to be taken, explains new Title I financing 
terms, and reproduces promotional ma- 
terial that can be utilized. The promotion 
includes a series of four newspaper adver- 
tisements, commercial spot announcements 
for the radio, and a form letter that can be 
sent to a list of property owners. 

The FHA states that “kits” of promo- 
tional material will soon be provided to 
communities through the National Housing 
Agency. They will contain additional ad- 
vertising mats, news stories, etc., on con- 
version and remodeling. 


° ° 


Record Applications Seen 
For Graduate School 


The 1946 summer resident session of The 
Graduate School of Banking will be held at 
Rutgers University, New Brunswick, New 
Jersey, June 17 to 29 inclusive. Already 
there are indications of a record number of 
applications for enrollment. However, the 
student body of necessity will have to be 
limited to 600 students, approximately 200 
in each of the three classes. 

Three new members are to be added to 
the faculty this year. They are: Falkner 
Broach, vice-president, National Bank of 
Tulsa, Tulsa, Oklahoma; Harry C. Cul- 
shaw, vice-president, The Pennsylvania 
Company for Insurances on Lives and 
Granting Annuities, Philadelphia, Pennsyl- 








vania; and Carl M. Flora, vice-president, 
First Wisconsin National Bank, Mil- 
waukee, Wisconsin. Mr. Broach will 
lecture on government securities. Mr. 
Culshaw, a graduate of The Graduate 
School, class of 1940 will lecture on spe- 
cialty credits. Mr. Flora will lecture on 
consumer credit with special emphasis on 
loans to small business. 

With the opening of the 1946 season at 
Rutgers, The Graduate School of Banking 
will enter its twelfth year. It offers to ex- 
perienced bankers of officer rank a compre- 
hensive approach to advanced study of the 
general administrative problems of banking 
and trust institutions. 

Inquiries should be addressed to William 
Powers, registrar of The Graduate School 
of Banking, 12 East 36 Street, New York 
16, N. Y. 

* e Sd 


Monthly Budget Forms 
Part of New Check Book 


As an aid to budgeting household ex- 
penses, Corn Exchange National Bank and 
Trust Company, Philadelphia, has intro- 
duced a new feature for special checking 
accounts. Each book of twenty checks 
contains two monthly budget summaries 
covering expenses and income, with spaces 
provided for cash on hand, cash in the 
bank, salary and other income, and the 
surplus remaining after the monthly 
expenses are deducted. The convenient 
forms provide a means of ascertaining the 
monthly financial position of a family or an 
individual. 

. * s 


Hometown Credit-Savings 
Plan for Banks 


Designed to aid banks in their drive for a 
greater share of consumer financing of cars 
and appliances, Fireman’s Fund group of 
insurance companies has created an adver- 
tising program for bank use built around 
the theme, “Hometown Credit-Savings.” 

The plan itself consists of 10 advertise- 
ments in mat form designed for banks’ own 
local newspaper advertising, together with 
folders and radio commercials all offered 
gratis to banks through local Agents of 
Fireman’s Fund companies. 

An advertising plan only, ““Hometown 
Credit-Savings” according to Fireman’s 
Fund officials is designed as a follow- 
through for the National Association of 
Insurance Agents Bank and Agent Plan. 
It is adaptable to all bank consumer credit 
procedures including the American Bank- 
ers Association direct financing plan... 

Name has appeal. The copyrighted 
name “Hometown Credit-Savings,” ac- 
cording to the broadside introducing it, 
capitalizes on certain psychological ad- 
vantages which inherently belong to banks 
but which up to now have been little used 
in meeting the competition for consumer 
financing. The words “loan” and “borrow” 
are negative terms, it is pointed out. On 
the other hand, it is explained, “savings” 
is a popular bank service with a positive 
appeal. The word “credit” likewise ap- 
peals to the self interest of the customer— 
something he ‘“‘owns’”—a reward for char- 
acter. Combining these two popular bank 
terms with the friendly word “Hometown” 
results in a potent selling combination. 
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Two alternative plans are being sug- 
gested to the local banks for putting the 
“‘Credit-Savings” plan to work. The first 
is for all the banks in the community to get 
together on a co-operative advertising 
campaign in the local newspaper and pos- 
sibly the radio. The second is for each bank 
individually to adopt the “‘Credit-Savings” 
theme to its own advertising. In either 
case the newspaper mats furnished by Fire- 
man’s Fund can be altered to make any 
changes necessary to make them suitable 
for local use. 

With the delays in reconversion still 
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holding up volume production the copy has 
been adapted to fit the immediate situation 
through the dual appeal, “Start a Regular 
Savings Account Now for the Down Pay- 
ment Then Finance the Balance 
Through ‘Credit-Savings’ the Bank Way.” 

Advantages stressed. Three basic ad- 
vantages of direct bank financing are fea- 
tured in the ads: (1) you save money (costs 
you less) and use while you save; (2) you 
establish the thrift habit by making regular 
payments at the bank, a habit likely to be 
continued in accumulating savings once the 
purchase is paid for; (3) you build your bank 

















pre-war service. 





Long Distance is catching up too 


More Long Distance calls go through as you 
hold the wire. Long delays are fewer. 


The service is getting better, but we've still 
got a good way to go before we get back to 


Once we catch up with that, we'll keep right on 
going and try to make the record even better. 


BELL TELEPHONE SYSTEM 
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KING COTTON says, 
“FOR PERMANENT 


QUALITY IN 


LEDGER PAPERS 
& INDEX CARDS... 





YOU CAN’T DO BETTER 
THAN PARSONS” 


“The 100% new cotton fiber 
used for PARSONS LINEN LEDG- 
ER and PARSONS INDEX BRISTOL 
make it tough, long-lasting, 
rigid. Takes lots of handling. 
Works with all ribbons, inks 
and carbons. Entries are clean- 
cut, with no smudging. Excel- 
lent writing and erasing quali- 
ties, and no-glare surface— 
easy on the eyes. To simplify 
your classifying system, the 
index bristol is made in white 
and five colors.” 

So when you need perma- 
nent records on ledger or 
cards, specify PARSONS LINEN 
LEDGER and PARSONS INDEX 
BRISTOL. For deeds, contracts 
and important correspond- 
ence, where the feel of quality 
and the fact of permanence are 
needed, use PARSONS BOND— 
100% new cotton fiber. 
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d ade With New Cotton Fibers 





PARSONS PAPER COMPANY 
HOLYOKE, MASSACHUSETTS 








| credit for future needs. 



































accumulated by regular 
and Savings 
. : 
INCLUDES AGES 20 THRU 35 9 Age Limits 1 month 10.65 years —Ash for fixeres at your age SEE OPPOSITE 


Unique advertising piece promotes insurance-savings plan 


“Keep Your 
Bonds” is also linked up with the “Credit- 
Savings” appeal in every newspaper ad and 


| radio commercial, fitting in appropriately 
| as it maintains the need for regular savings 


for the down payment and “Credit-Sav- 
ings” for the balance. 

Permission to use the copyrighted name 
“‘Hometown Credit-Savings” is restricted 
to banks only, who are invited to use it 
with no strings attached. The mats, folders 
and radio script are being made available 
through all agents of the Fireman’s Fund 
companies. 

+ + sd 


Graphic Advertising 


In connection with its newly-inaugurated 
Life-Savings Insurance Account Plan, the 
Greenwich Savings Bank, New York, is 
employing unusual and graphic advertising 
to bring home the advantages of the plan 
to prospective depositors. 

The advertising takes the form of a 
7” x 3%” folder having on its inside pages 
two automatic “sum dials” which, when 
turned by the recipient, tell him at once 
what certain monthly deposits at his age 
will bring him in the way of accumulated 


savings plus a $500 straight life insurance 





policy, the amount he would get back if he 
discontinued the plan, and the protection 
afforded in the event of death. 

The dials, copyrighted features, are 
arranged so that accumulated values may 


be determined for one, five, ten, fifteen, or 
twenty years for different ages. 
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Forum for Veterans 


A weekly forum consisting of eight timely 
lectures is being offered without cost to re- 
turned war veterans in banking by the 
A. I. B. Chapter in Philadelphia. According 
to William H. Hurtzman, comptroller, The 
First National Bank of Philadelphia, the 
object of the forum is “to acquaint the 
veterans with what has been happening in 
the banking business while they were away, 
what is presently taking place, and future 
developments contemplated.” 

Topics being covered include: The G. I. 
Bill of Rights and Government Insurance, 
Recent Economic Developments, Develop- 
ments in Consumer Credit and Margin 
Requirements, Changing Aspects of Com- 
mercial Lending, Changes in Trust and 
Estate Administration, Development of 
Cost Systems, Foreign Trade, and New 
Business Developments. 

* . . 


On the Convention Calendar 


Chicago has again been chosen as the 
locale for the annual A. B. A. convention, 
which will be resumed this year following 
the interruption in 1945 due to military 
requirements. The date will be September 
22-25, and official convention headquarters 


New home of the Chicago Terminal National Bank in the “‘loop’’ 
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will be at the Stevens Hotel. Chairman of 
the general convention committee will be 
Solomon A. Smith, president of The North- 
ern Trust Company of Chicago. John J. 
Anton, vice-president of The First Na- 
tional Bank of Chicago, will serve as chair- 
man of the executive committee. 

The A. B. A. also is planning a regional 
savings and mortgage conference at Des 
Moines, Iowa, on May 27-28. 


° ° + 


Newcomer to La Salle Street 


The Chicago loop financial district 
gained an important addition last month 
when the Chicago Terminal National Bank 
moved from 400 West Madison Avenue 
into the quarters recently vacated by the 
government bond department of the Federal 
Reserve Bank of Chicago, at the south- 
west corner of La Salle and Monroe Streets. 

Chicago Terminal Bank has been known 
as the Terminal National Bank of Chicago, 
the change in name 
becoming effective 
with the removal into 
the loop district. 
Formal opening of 
the new quarters was 
held March 18. 
William Fuller Greg- 
son, president of Chi- 
cago Terminal, has 
announced that with 

W. F. GREGSON the change the bank 
acquires substantially larger facilities in 
every department and plans an intensive 
new business campaign both in the city and 
in outside terri- 
tories. 

There are 20,000 
square feet of floor 
space in the new 
quarters. The in- 
terior of imported 
Italian marble and 
fine bronze work 
provides one of 
the most beautiful 
banking floors in 
the city, and per- 
mits more than 
three times the number of cages operated 
in the previous quarters. A large vault con- 
tains more than 8,000 safety deposit boxes. 

The bank recently increased capital to 
$750,000 and surplus to $550,000, stock- 
holders having subscribed an additional 
$400,000. Deposits, which have more than 
tripled in five years, totaled $32,331,998 at 
year-end. The bank was organized in 1929. 

* « . 








BANK ENTRANCE 


Notable Expansion Program 


American Trust Company, San Fran- 
cisco, has announced an expansion program 
which includes the opening of seven new 
offices in Northern California. 

The Bank of Commerce, Napa, became 
a branch office March 1. A new branch is 
now under construction at Orinda. Other 
branches are planned for North Sacra- 
mento, Stockton, two in San Mateo and 
one at San Carlos. 

Bank executives state that the seven new 
branches would round out the bank’s 
coverage of territory within 100 miles of 
San Francisco by Fall, and would raise the 
number of branch offices from 64 to 71. 
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... which prints a stamp directly on 
the envelope, in any amount, forany 
kind of mail, when and as needed, 
in your own office...and seals the 
envelope flap at the same time! The 
Postage Meter is the successor to the 
adhesive stamp, the modern means 
of stamping and sealing business 
mail, Time and effort saving. The 
meter holds any amount of postage 
you want it to hold, absolutely safe, protected from loss or theft...and 
keeps its own records, accounts automatically for postage used... 
Provides postage on tape for packages or parcel post... Indispensable 
in thousands of offices—for more than twenty years. 

Pitney-Bowes is making postage meters again... Models for every 
business, big or little... Call the nearest office—or write for a booklet 
that explains Metered Mailing. 


prmney-sowes POStage Meter 


Pitney-Bowss, Inc., 3193 Pacific St., Stamford, Conn. 
Originators of Metered Mail. Largest makers of postage meters, 
Offices in principal cities. 1s canaDA: Canadian Postage Meters, Lid.) 
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NATIONAL BANK OF DETROIT 


660 WOODWARD AVENUE 


DETROIT, MICHIGAN 


In order to meet the steady growth of the domestic and 
foreign business of our Out-of-Town Division, we have 
made important additions to our staff and have moved to 


larger quarters on the third floor of the bank. 


We look forward with pleasure to a visit from you. 





OUT-OF-TOWN DIVISION 


Hat Y. LEmon—General Vice President 


Vice Presidents 
Epwarp Apams, Jr. Joun N. McLucas 


EucEeneE T. GARNER Watrer F. TRUETTNER 


Assistant Vice Presidents 
Haro.wp B. AspLin WiiuaM H. Hoey 


ALFRED R. Guancy, Jr. Joun S. WELLS 


Assistant Cashier 


Kerrs B. Hackett 
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Service charges are a hobby with Mr. Bezoier, who is shown here with the manual describing the plan 


A_SIMPLIFIED PLAN FOR COUNTRY BANKS 





SERVICE CHARGES 


Out of a three year study has come this A. B. A. plan, with 
many advantages to country banks and their customers also 


NEW simplified plan of service 
charges for checking accounts is 
now being offered to country 
banks by the Country Bank Opera- 
tions Commission of The American 
Bankers Association. It is, we believe, 
a thoroughly practical plan and one 
that holds many advantages for 
country banks and their customers. 
The new plan is the work of the 
Service Charge Committee of the 
Country Bank Operations Commis- 
sion. The Service Charge Committee 
was established in October, 1943. 
Since then it has conducted numerous 
studies and surveys and has held 
numerous meetings in developing the 


By 
R. A. BEZOIER 


Chairman, Service Charge Committee of the 
Country Bank Operations Commission, Amer- 
ican Bankers Association, and Vice-President, 
The First National Bank of Rochester, 
Rochester, Minnesota. 


plan leading to its final and unanimous 
approval at the most recent meeting of 
the full commission in Chicago in 
October, 1945. The plan has just been 
published in booklet form by The 
American Bankers Association .and is 
being mailed to all banks. 


It is the opinion of our committee 
that the plan offers country banks a 
solution to the service charge problem 
in keeping with country bank require- 
ments. We have likened it to a three 
legged stool with the three legs stand- 
ing for Fairness, Simplicity and Uni- 
formity. It is fair to the depositor and 
to the bank, it is simple in calculation 
and use, and it provides a basis upon 
which greater uniformity in method is 
available to country banks. 

In its studies of service charges 
running through 1943, 1944 and 1945, 
our committee found many points that 
cast doubts on existing plans and 
systems in use in country banks. 
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Further doubts were raised when 
country bank cost figures supplied by 
the Cost Committee made it possible 
to compare the specific charges of indi- 
vidual country banks with actual, 
average cost figures. The farther the 
committee went with its studies the 
more it recognized the need for a com- 
plete service charge overhauling. 

One preliminary study of service 
charges in country banks, for example, 
showed the number of checks allowed 
for each $100 of account balances 
under measured service charge plans 
varying from two to ten. It showed 
the charge for excess checks varying 
from two cents to six cents. Under 
analysis plans it showed charges per 
check, or other debits, varying from 
two cents to five cents, and earnings 
credits per $100 of balance varying 
from seven and one-half cents to 
twenty-five cents. 

It was recognized by the committee 
that charges would be expected to vary 
with costs in different banks and with 
conditions in different communities. 
From the public viewpoint, however, 
and particularly from the viewpoint of 
corporation treasurers. who have an 
opportunity to compare figures from a 
large number of banks, the disparity 
has seemed substantial. It seemed to 
them something like buying the same 
hat for $2 in one store and $10 in 
another. What this indicated from 
the bank viewpoint was that some 
banks were selling their services for too 
little and that a few might be charging 
too much. 

The committee also carried its 
studies through the evolution of service 
charges, beginning with the flat fee 
charge. This was based entirely on 
balances and completely disregarded 
account activity. More than anything 
else this type of charge was in the 
nature of a penalty against small ac- 


Service Charge Committee members who worked with Chairman Bezoier in developing the simplified plan tt 


GEORGE AMY, Secretary 














THE BURROUGHS CLEARING HOUSE—April, 1946 











Flat Fee Charge. This was based 
entirely on balances and completely 
disregarded account activity. It 
penalized small accounts. 


Measured Service Charge. This 
was based on balances and the number 
of checks written, but disregarded 
deposit activity. Like the flat fee 
charge, it overemphasized the balance 
requirement. 


Improved Measured Service 
Charge. This plan corrected the pre- 
vious weakness to some extent by 
providing for a charge on deposits 
and an earnings allowance more in 
keeping with actual bank income. 
However, it contained no provision 
for a charge on deposited items, except 
float charges which were frequently 
excessive, especially where there was 








Evolution of Service Charges 


Mr. Bezoier’s committee has studied the changing trends in bank 
service charges, to obtain a perspective in F/ 
simplified plan. The evolution has been traced as follows: 


ormulating its new 


no provision for offset by the earn- 
ings credit. 


Full Analysis. It is generally rec- 
ognized that the full analysis plan 
reaches the highest point of equity as 
between depositors and between de- 
pactess and the bank. Widely adopted 

y city banks, it has never become 
popular in country banks. 


Simplified Analysis. The plan 
developed and recommended for coun- 
try banks by the Service Charge Com- 
mittee of the A. B. A. Country Bank 
Operations Commission. It calls for: 
1. A maintenance factor. 2. The 
same per item rate for ledger entries 
including checks paid and deposits 
made, and for out-of-town items in 
deposits except bank money orders 
and travelers checks. 3. An earnings 
credit or allowance based on the 
minimum monthly balance. 














Studies revealed need for a country bank service charge overhauling 


counts. Next came the measured 
service charge. This was based on 
balances and the number of checks 
written, but disregarded deposit ac- 
tivity. This has the same weakness as 
the flat fee plan in that it overempha- 
sizes the balance requirement. Im- 
proved measured service charges cor- 
rected this to some extent by providing 
for a charge on deposits and an earn- 
ings allowance more in keeping with 
actual bank income. The method, 
however, contained no provision for a 
charge on deposited items, except 
float charges which were frequently 
excessive, especially where there is no 


R. H. BRITTON, Cashier, First National Bank, 
Rochester, New Hampshire 


provision for offset by the earnings 
credit. 

Another plan that has played an 
important part in service charge evolu- 
tion is the full or complete analysis 
plan. It is generally recognized that 
the complete analysis plan reaches the 
highest point of equity as between de- 
positors and between depositors and 
the bank. City banks have made use 
of complete analysis for years, but it 
has never become popular in country 
banks. * 

In recent years, new trends have 
been developing in country bank 
service charges. One evidence of this 


J. W. BROWN, Jr., President, First National 
Bank, Sylacauga, Alabama 
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cies  uoteiais dare anaedaad a 
and desires of country bankers and their staffs. In 
many respects, these needs and desires are definitely 
mot the same as those of city bankers. With this 
thought in mind your Commission undertook to in- 
vestigate, examine and study the subject with the 
objective of developing a checking account service 
charge method suitable for country banks, The pro- 


depositor and the bank, simplicity and usefulness for 


1. A maintenance factor. 


2. The same per item rate for ledger entries, 
inctuding checks paid and deposits made, and 
out-ol-town iterns in deposits except bank 
money orders and travelers checks.{* ) 





3. An earnings credit or allowance based on the 
aurimum monthly balance, 













it would benefit all interested banks if it were pos- 
sible to list the item rates and the rate of earnings 


tween individual banks. Uniformity should be limited 
to the method used, with the individual bank adopting 
rates applicable to its own operations. Besides the 
fact that it might not be wholly in accordance with 
requirements of law, it would also be unfair to both 
the public and banks to advocate uniformity of rates 
and umformity of earnings allowances. Until the com- 
mone of the Cost Analysis Survey made by your 
covering appr 'y 3,000 rep 
tive country banks, too little infor wenakion existed as to 


program. 












One of the 


incurring. Every 
should be made to reduce costs by improvement of 
operations. 


Where use of simplified analysis results in inequi- 
posed plan assures @ high degree of fairness to the Sh #t #9 Suggested that complete. analysis be applied. 


the smailest bank, and general adaptability through- - annuel.s 
pen iy tanto: trons. These exceptions are usually the larger and posted 
The pian provides for the following: active commercial Exhibit 


charges in this catégory which may cause most criti- 
cism and reflect adversely on the whole service charge 


Tt is suggested that miscellaneous charges be 
charged directly to the account and not be included 
with regular account service charges. y (Cc). 
E. The result is the net cost (it any) or service 

charge. (If service charge is less than ten 


OPERATING THE PLAN ’ cents, it is common practice to waive the 


credit to be used in this simplified analysis plan. How- special services. Miscellaneous service charges should ; (checks paid and deposits made).° numbers of items in minimum balance groups of: $100 
ever, the Commission realizes the fact that thereis a be fair and equitable. While they constitute only a B. Multiply by rate to arrive at total item cost. 14 165. over $100 and up to $200; and upward by 
wide variation of operating costs and income as be- small portion of service charge income, it is excessive C. Add maintenance factor (which can be sing units A workable chert could include es meny 



















country bank operating costs. Service charge rates 
were selected on a more or less haphazard basis. Over 
a long period of years the public became accustomed 
to various rates within certain limitations, for example, 
service charges of 3¢ or 4¢ were made for checks 
drawn while the co#t of that certain item in a bank 
may have been 5¢ or 6¢ 


*) The purpose of suggesting the handling of bank money 
orders and travelers checks without charge is to enc ey ite 
the use of these media of exchange which are paid for at 
the time of purchase. 








{5} 








Sample pages from the explanatory manual being mailed to all banks. 


is the improved measured charge, 
though ‘the trend to simple analysis 
plans has been of greater significance. 
These plans have made it possible for 
country banks to move away from the 
emphasis on account balances and to 
capitalize on the “no minimum bal- 
ance” feature of present day checking 
account service. This is generally 
*However, certain short cuts have been developed 
recently in complete analysis. These short cuts, — 
reduce operating detail, include: 1. The use of 
gate balances in tens of dollars instead of average ily 
balances. 2. The elimination of float on small items. 
3. The use of aggregate float instead of average daily 
float. 4, The use of simplified time schedules. 5. The 
application of a lower earnings rate to the average 
collected balance, instead of a higher rate to the net 


loanable balance, the difference in rates simply allow- 
ing for the reserve requirement. 


eet country bank requirements 


S. A. NEILSON, President, Home State Bank, 
Kansas City, Kansas 


service charge method is its ready adaptability in any 
country bank regardless of size. Here is a brief ex- 
planation of its operations: 


1, Keeping Track of Transit Items 
When a deposit is received the teller should write 
the number of transit items (out-of-town items) in 
lerge figures, preferably with a colored pencil, on the es, bo 
deposit slip. In larger country banks the proof de- 
partment could do this work. 





features ding this 





accepted as a step toward better 
customer relations. 

One very popular type of simplified 
analysis plan provides for a mainte- 
nance factor, an earnings credit based 
on minimum balances, a rate on 
checks paid and a flat rate on all 
classes of deposited items including 
checks drawn on the depository bank, 
clearings and checks on out-of-town 
banks. This plan has had the general 
approval of banks using it, and they 
have in turn reported its acceptance by 
customers. The study of this plan was 
of definite assistance to the committee 
in its work on simplified analysis. 

As its next step, the committee 
began setting down its conclusions on 
the various factors involved in the 
simplified analysis plan for country 
banks. 

First, the committee took up the 
matter of the maintenance factor and 
concluded that this is a basic cost in 
the handling of every account irrespec- 
tive of size. It includes the cost of 
opening accounts, the cost of ledger 
sheets, pass books and other forms, the 
cost of balancing ledgers and rendering 
statements, and other overhead and 
administrative expense. There must 
be a trained personnel ready to meet 
the demands of customers, a “readiness 
to serve’’ at all times. 

Next, the committee turned to the 
handling of deposits. This, it found, 
is one of the most costly factors in 
account analysis. It represents the 
handling of a deposit from the teller’s 
cage to the file and is an actual and 
important factor in service charges. 





2.. Calculating the Service Charge 
At the end-of the month, or shortly thereafter: 
A. Count the transit itema and ledger entries 


D. Determine earnings credit (from minimum 


ment stub) and deduct from total of (B) and 
charge). 
At this point the amount of the service charge 


. request- 
the monthly slip, the semi-annual record sheet or the ing an explanation of the charge could be easily satin- 
. and 


9 A yeitnasinn eines dais. stub, semiannual record of. deposit stipe) i mot on 



















4, The Service Charge Chart asa 
Useful Shortcut 


* as 60 items (transits, checks paid and deposits made) 
and minimum balances up to $3,000. 

In order to illustrate the method of setting up such 
a chart we have reproduced one which is in actual 
use by a country bank. The figures thereon will not 
be applicable to all banks because of the variance of 
actual costs and earnings in banks. 

The only calculation required when using this chart 
is the counting of the transit items, checks paid and 
deposits made. Using this Count in the applicable, 
minimum balance column the net service charge is” 
immediately spotted. 

‘The service charge taken from the chart and written 
on e debit slip is posted on next month's statement 
and ledger described as “S.C.” Any depositor 


fied by reference to the statement or ledger sheet and 
the record of transit items (monthly slip, statement 


ledger sheet. 
[6] 


Fairness, simplicity, uniformity are plan’s objective 


It may be referred to as a “ledger 
entry.” 

The committee next took up the 
three classes of items included in de- 
posits, other than cash. These in- 
clude transit or remittance items, 
clearings and “‘on us” checks. 

Transit items are the most costly of 
these to handle. The custom of 
charging either a flat fee or a transit 
item charge is practically universal. A 
rate sufficient to offset the cost to the 
bank is essential in any service charge 
plan. 


HECKS on other local banks or 

“clearing house items” are the least 
expensive items to handle. Although 
full analysis of accounts includes a per 
item rate on clearings, the committee 
turned its consideration to the possi- 
bility of eliminating this specific rate. 
The object was to reduce the number 
of items charged for in order to provide 
a plan offering a common charge for 
checks paid, deposits, and transit items. 

The cost of handling ‘‘on us” checks 
in deposits is properly a charge against 
the drawer of the check. In bank cost 
accounting in determining the total 
cost of handling a check paid it is 
standard practice to include the cost in- 
cidental to the depositing of the check. 
Further, non-depositors have the right 
to cash such a check without charge. 
A depositing charge therefore repre- 
sents an unnecessary double charge. 
It has been customary for years under 
complete analysis to make no charge 
for depositing ‘‘on us” checks, and that 

See SERVICE CHARGES—Page 55 
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VERSEAS banking is reopening 
for business in the Far East. It 


has hardly begun to operate on 
the scale where it left off four years ago, 
but it has made a beginning and it is 
ready to serve in the revival of foreign 
trade. 

American and British banks have 
been in the forefront of those resuming 
operations, with Dutch and Belgian 
banks and the banks of other countries 
following. The reopenings have al- 
ready extended now to the Philippines, 
to China, the Straits Settlements, 
Burma, Indo China, and Siam. 

At Shanghai, three American, three 
British and one Belgian bank opened 
simultaneously December 10. Their 
opening was not the first in the Far 
East, but probably the most dramatic. 
High ranking Chinese officials and 
business men took part in the function. 
Banking rooms were decked with 
flowers and in some of them tea, sand- 
wiches, and cakes were served. 

In full keeping with the importance 
of the occasion, the Chinese Ministry 
of Finance presented the reopening 
banks with commemorative silver 
plaques. These came respectively from 
Jian Chen, representing The Ministry 
of Finance and T. N. Lee, general 
manager of China’s Bank of Com- 
munications. Two of the inscriptions 
read: ‘““Leadership Obtained by Prompt 
Action,” and ““Mutual Benefit Through 
Financial Co-operation.” 

The grand opening glossed over some 
of the problems. First of all, there had 
been the problem of locating the rec- 
ords, equipment, and furniture that 
had been carted off during the Japanese 
occupation. Then, there was the more 
important problem of determining how 
to handle exchange transactions. To 
any but those of long experience this 
would have seemed hopeless. 

Chinese officials, however, favored 
the action. The statement of M. D. 
Arnold of The National City Bank’s 
Shanghai Branch bears out this point: 
“We had already written to Jian Chen 
and had received permission from him 
to reopen at any time we desired. To 
substantiate his statement, I called 
upon Mr. Chen to inform him that we 
definitely planned on reopening De- 
cember 10. He offered us his congratu- 
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Overseas Banking 
in \He Kar East 


By 
HENRY J. BOONE 


Editor, The Burroughs Clearing House 


Destined to play an important part in the economic 
development of the Far East are the overseas banks 


which have resumed operations despite inflation and 


exchange difficulties. 


Their problems are many but 


future foreign trade financing prospects are bright 


| / 
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Window activity is brisk at reopened Shonghai Branch of The 
National City Bank, New York 


lations and stated he was delighted.” 
Among the British banks taking part 
in the opening were the Chartered 
Bank of India, Australia and China, 
the Hongkong and Shanghai Banking 
Corporation, and the Mercantile Bank 
of India, Limited. Among the Ameri- 
can banks were The National City 
Bank of New York, The Chase Bank, 
and a smaller bank organized to 
operate in China. The Belgian bank 
was Banque Belge pour |’Etranger. 
The British-owned Hongkong and 
Shanghai Banking Corporation, early 
leader among overseas banks in China, 
was organized in Hong Kong only a 


little less than half a century before 
American banking entered the picture. 
It played a great part in the expansion 
of British commerce and at one time - 
did somewhere near as much business 
as all other foreign banks combined. 
Its branches spread to Shanghai and to 
numerous other cities in China, to 
Japan, India, and Malaya. It dealt in 
exchange. It financed, and dealt in, 
rubber, rice, silk and other products, 
and real estate. It was the bank of 
issue for the British Crown Colony of 
Hong Kong, and at one time virtually 
established the exchange rate for 
China. It prospered with Far Eastern 

















At Chase’s Shanghai opening, with 
manager and assistant managers 


commerce. When war came and the 
firing closed in, the corporation had to 
halt operations and move its head- 
quarters to London. Now it has re- 
turned to its well-entrenched position 
in China and will constitute a sub- 
stantial factor in reviving trade. 

The Chartered Bank of India, Aus- 
tralia and China, British pioneer in 
China, dates back to 1853. Unlike the 
Hongkong and Shanghai Banking Cor- 
poration, which is a Far Eastern 
creation, Chartered Bank has its head- 
quarters in London. It has branches in 
Bombay and Calcutta and many other 
cities in India, and in many of the im- 
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portant cities of China. It is well up 
among the list of institutions doing 
business in the Far East. 

Mercantile Bank of India, Limited, 
was registered in London in 1892. It 
has operated branches in India, the 
Straits Settlements, and China. 

Since the turn of the century, Amer- 
ican banks have played an increasingly 
important part in the Far East. The 
oldest is the National City Bank of 
New York, with branches dating back 
to 1902. Its business stems back to 
the International Banking Corpora- 
tion, which became:a part of National 
City Bank in 1915. Its branches 
became direct branches of National 
City in 1927. 

The extent of National City’s opera- 
tions, and influence, in the Far East 
are not generally known. At the be- 
ginning of the war, it was operating 
branches in Shanghai, Hong Kong, 
Tientsin, Peiping, Manila, Singapore, 
Rangoon, Bombay, and Calcutta. It 
also had had branches in Japan, in 
Manchuria, and at Hankow and Can- 
ton in China. The war took out all of 
them but Bombay, which never closed. 

Calcutta was the first of National 
City’s branches to be reopened, in 
November, 1944. Manila followed in 
June, 1945, soon after the liberation of 
the Philippines. Singapore and Hong 
Kong were reopened in October, 1945, 
and Shanghai and Tientsin in De- 
cember. 

National City’s Far Eastern oper- 
ations in the immediate pre-war era 
called for a total personnel of about 











six hundred. Shanghai, the largest 
branch, today employs a staff of one 
hundred. All branches are operated 
directly by the Far Eastern District of 
the Overseas Division of the bank at 
55 Wall Street. Supervising the Far 
East are: Vice-president James A. 
MacKay and Assistant Vice-presidents 
Guy Holman, John L. Curtis, Arthur 
C. Shorey, L. N. Johnson and S. T. Bitt- 
ing, all with Far Eastern experience. 


OF growing importance also in the 

Far East have been the operations of 
The Chase National Bank of the Cily 
of New York, although Chase so far 
has confined its branch banking oper- 
ations to China. Its entry into the 
field was through the Equitable East- 
ern Banking Corporation, a subsidiary 
of the Equitable Trust Company 
which was merged with Chase in 1930. 
Equitable had opened a branch at 
Shanghai in 1921, in Hong Kong in 
1924, and at Tientsin in 1928. 

With the absorption of the Equitable 
Trust Company these branches in 
China became direct branches of The 
Chase Bank, overseas affiliate of Chase 
National. Their operations expanded 
from year to year and had grown to 
substantial proportions when war 
flared. At that time, Shanghai had a 
staff of one hundred and fifty, Hong 
Kong of sixty and Tientsin of thirty. 

Alfred E. Schumacher, vice-presi- 
dent of both the overseas affiliate and 
Chase National, is in charge of Far 
Eastern operations for Chase. He was 
manager at Shanghai in December, 











Chase Branch at Tientsin 
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Chase Branch at Hong Kong 


With extraterritoriality abolished, Chase and other foreign banks will operate under Chinese regulations 


1941 and was repatriated in December, 
1943. “China is gearing itself for the 
greatest industrialization program in its 
long and ancient history,” he says. 

Both National City and Chase, as 
well as British and Dutch and other 
overseas banks, normally engage in a 
general banking business. They accept 
deposits and make loans. Their em- 
phasis, however, is on import and 
export banking, and the handling of 
foreign exchange. They issue letters 
of credit and travelers checks. 

In the past the British have operated 
under fewer restrictions in overseas 
banking than American banks. Their 
operations have never been so strictly 
controlled nor closely defined as those 
of the American banks which operated 
under American banking law. Today, 


Before the war National City Bank operated ten branches in the Far East; the four below, plus Calcutta and 


Shanghai Branch 
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however, all foreign banks in China are 
facing a new deal. 

Prior to the war foreign banks in 
China operated under extraterritorial 
laws. That is, although they main- 
tained branches in China, they were 
subject only to the laws of their own 
countries. Since 1943, when extraterri- 
toriality was abolished under the Sino- 
American and Sino-British treaties, the 
Chinese Finance Ministry has indicated 
its intention of adopting rules and regu- 
lations governing the operation of all 
banks including the foreign banks. 

While the Chinese have had laws on 
their statutes regulating banks and 
banking, these were not written for a 
system which included non-Chinese 
banks. It is understood that bank 
officials are currently engaged in ex- 


Hong Kong Branch 








tensive studies of the banking laws of 
other countries, with a view to amend- 
ments that will meet the new need. 

Likewise, between Pearl Harbor and 
V-J Day, China has made it known 
that in the future all foreign commer- 
cial concerns or corporations would 
have to register under Chinese laws. 
To meet this objective, United States 
and Chinese authorities have been 
working closely on a China Company 
Act. 

In the meantime, foreign banks and 
corporations are operating under in- 
terim regulations. These have proved 
helpful as issued, but equally helpful 
to operations have been two other 
factors. One of these is the friendly 
consideration extended by the Chinese. 
The other is the know-how, gained by 


Tientsin Branch 
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experience, of bank officers and busi- 
ness men operating in China. 

The one great obstacle to the re- 
sumption of foreign trade financing 
has been the lack of a stable currency. 
Free China has been plagued by in- 
flation as a result of the burden of 
financing the Sino-Japanese War while 
Occupied China has been plagued by 
puppet currencies. 


DURING their occupation, the Jap- 
anese set up not only puppet govern- 
ments but puppet banks. The most 
important of these was the Central 
Reserve Bank of China, with head 
offices in Nanking. This operated 
largely in the Yangtze Valley and.in 
South China. In North China it set up 
the Federal Reserve Bank of Peiping. 
As a result there were, at the con- 
clusion of the war, a greater number of 
currencies than usual in circulation. 
First of all, there was, and is, the 
official Chinese National Currency re- 
ferred to as CNC or CN dollars. There 
were the Central Reserve Bank or CRB 
dollars and the Federal Reserve Bank 
or FRB dollars. There are the Man- 
churian dollar and the Formosan yen. 
There are also in circulation substantial 
amounts of Hong Kong dollars, good 
sterling currency of the Colony of 
Hong Kong. In addition, in Shanghai 
particularly, the American military 
forces have left in circulation U. S. 
dollar currency in large volume. 
As a first move toward stabilization, 
and undoubtedly also for political 
reasons, the Chinese authorities un- 
dertook following V-J Day and for a 
limited time to redeem CRB notes at 
CRB $200 to CN $1 and FRB notes 
at FBR $5 to CN $1. During this 


Singapore, have now been reopened 


Manila Branch 
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U. S. Army and Treasury representatives examine records of the Bank 
of Japan with high officials of the institution 


period, there existed an official rate of 
CN $20 to U. S. $1. This was at wide 
variance, however, with the open 
market rate which, since September, 
1945, has ranged from CN $1,000 to 
CN $2,700 to U. S. $1. This has since 
dropped as the result of further de- 
velopments to the point where, as this 
was written, the regular bank rate was 
in the neighborhood of 2,000. 


HE influx of American dollars was 

one of anumber of factors working in 
the direction of currency stabilization. 
These dollars served as invisible ex- 
ports and gave China foreign exchange 
with which to make a beginning toward 
the resumption of foreign trade. An- 
other has been the opening up of 
shipping. Other favorable factors may 
include the arrival of goods under the 
UNRRA program, the arrival of ma- 
chinery and equipment for reconstruc- 
tion purposes under an Export-Import 
Bank loan in negotiation, and mem- 
bership in the International Monetary 
Fund and the World Development 
Bank, in which China ranks fourth 
among the signatory nations. 

A move of great importance has also 
just been made by the Chinese Gov- 
ernment itself. 

On February 25, the Supreme Na- 
tional Defense Council passed a set of 
provisional regulations governing for- 
eign exchange transactions and author- 
izing the Central Bank of China to 
exercise special functions with regard 
to such transactions. The new regu- 
lations, which became effective March 
4, were issued “‘with a view to stabiliz- 
ing the currency, promoting economic 
recovery and implementing the inter- 
national monetary fund agreement.” 





Bank of Taiwan, prominent Japanese 
institution, operated banks in overrun 
countries during the war 


Under the new regulations, the old 
official rate of CN $20 to U. S. $1 is 
abolished and the Central Bank of 
China is authorized to appoint banks, 
and certain institutions that perform 
banking functions, to deal in foreign 
exchange. The Central Bank is also 
authorized to regulate the foreign ex- 
change transactions of the appointed 
banks and to intervene in the financial 
market when it is deemed necessary, 
With the regulations in effect it is 
anticipated that commercial banks, 

See OVERSEAS BANKING—Page 60 
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First Arp for the 


Housinc ProsBLeM 


S a public service, Bank of 
A America has launched a sales, 

merchandising and advertising 
campaign to aid the building industry 
in providing increased living accom- 
modations for returned veterans and 
improving housing conditions gener- 
ally. The program includes a series 
of regional meetings, sales contacts 
with builders, counsel service for home- 
seeking veterans, improved selling 
helps for the building industry and 
streamlined financing facilities. 

It was instituted in response to the 
great demand for more housing in 
California, where the shortage is even 
more acute than in most states, due to 
large wartime population increases 


By 
EARL BURKE 


Western Correspondent, THE BURROUGHS CLEARING HOUSE 


An unusually timely article on housing for veterans. 
While written before the new regulations were issued 
it reveals how banks can take the lead in helping to 
provide the living accommodations so urgently needed, 


through a selling, counseling and financing program 


and the needs of returning veterans. 
Newspapers in the San Francisco, 
Oakland and Los Angeles metropolitan 
daily areas carry several classified 
columns of appeals from veterans and 
others desperately in need of places to 
live. As of January 1, 710,000 veter- 
ans have returned to California, in- 
cluding 93,500 from other states, and 
the total will reach more than a mil- 
lion by the end of this year. 

Plans for this program were initiated 
last fall by E. A. Mattison, executive 


AID No. 2. A well-rounded advertising campaign is being used to support the housing promotion program. It includes outdoor boards gradi 


vice-president in charge of develop- 
ment of loan services. He and his 
associates believed that something 
should be done to overcome the inertia 
of “Let’s wait and see what happens.” 
Although the campaign is directed 
primarily to the encouragement of 
new building, almost as much em- 
phasis is being placed upon the need 
for home modernization. 

The project was launched at a 
regional dinner meeting held in Oak- 
land, January 29, at the Scottish Rite 


Temple Auditorium, which was at- 
tended by more than 1,400 people. 
Invitations had been sent to home 
builders and contractors throughout 
the East Bay region, lumber company 
executives, home appliance dealers, 
FHA officials, heads of veterans or- 
ganizations, civic officials and building 
inspectors, leading newspaper pub- 
lishers and representatives of the 
press. It was the first time that the 


entire housing and modernization in- 
dustry had been assembled under one 
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AID No. 1. Building industry representatives are gathered together to discuss steps fo relieve the shortage* 


roof to devise concrete measures to 
meet the current crisis in housing. 
Dinner was followed by a_ business 
session where bank officers explained 
the program, and the evening con- 
cluded with a show and entertainment. 

The business session got under way 
with P. D. Richardson, vice-president 
and manager, Oakland main office, 
presenting Carl F. Wente, senior vice- 
president. Mr. Wente gave a fore- 
cast of how the great population growth 
in the East Bay region has created a 


newspapers, car cards and direct mail 
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labor pool, vital in the operations of 
any large industrial center. 

The housing problem and the bank 
credit situation were then discussed by 
Mr. Mattison, who was the originator 
of the bank’s highly successful Time- 
plan credit loan service. 

*“*As we view this housing shortage,” 
he pointed out, “‘it calls for an approach 
by sales-minded banking. Much has 
been done by the Government to help. 
These aids include priority allocations 
for veterans, loosening of restrictions 
on credit extension, amended G. I. Bill 
regulations, and other steps. But to 
make these Government helps work, 
the builders must have a willing lender 
to finance the credit needs of their 
customers. 

“Some may say, there’s no lack of 
money today. The banks are bursting 
with money. True. But there was no 
scarcity of funds when FHA was en- 
acted, and for a long time, even years 
in some states, no FHA loans were 
made. 

“The type of credit necessary to 
assure success of the veterans housing 
program under the amended G. I. Bill 
calls for a new approach, a new tech- 
nique and aggressive banking leader- 
ship. We are prepared to offer this 
service through our streamlined financ- 
ing facilities, including Timeplan and 
its central credit checking system 
known as Telefile.” 

The next speaker was Assistant 
Vice-president E. J. McGowan of the 
Timeplan Loan Department. “The 


Metropolitan Oakland area will need 
44,000 new homes in the near future,” 
he stated, ‘‘and it has been estimated 
that 694,000 new appliances will be sold 
here in the next two or three years.” 


HE was followed by Vice-president 

Harry McClelland, who is in direct 
charge of the veterans part of the 
housing drive. He explained how the 
amended G. I. Bill affects the veteran 
desiring to buy a home and warned 
that it is not in the veteran’s or the 
public interest to encourage the pur- 
chase of homes at exorbitant prices. 
There is also a tendency for every 
veteran to turn to the G. I. Bill and 
try to purchase a home, whereas many 
of these boys are not yet ready to 
shoulder the responsibilities of home 
ownership. 

“Over a hundred thousand of these 
veterans have been welcomed into our 
branches to discuss their problems,” 
stated Mr. McClelland. ‘“‘Less than 
20 per cent were interested in owning 
their own homes within the near 
future, but three times that number, 
or 60 per cent wanted to know where 
they could get housing. Of the 180,- 
000 veteran families who will be in 
search of housing in California during 


*More than 1,400 persons attended this first 
of the regional meetings, held at Oakland. 
Bank officers at the speakers’ table in the 
foreground include: Carl F. Wente, senior 
vice-president; E. A. Mattison, executive 
vice-president; Harry McClelland and Lou 
Townsend, vice-presidents; and E. J. Mc- 

Gowan, assistant vice-president 
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AID No. 3. The bank’s financing 


_ services have been improved, as 
@ . exemplified by these simplified forms 
“contained in convenient sales kit 


the coming year, it is more in accord 
with their present status for a large 
portion of them to rent, rather than 
buy, until their condition improves. 
This presents a gigantic problem —to 
provide privately-owned housing for 
families not yet ready for home 
ownership.” 

To round out the bank’s service for 
veterans, Mr. McClelland has selected 
and trained a World War II veteran 
to serve as a Veterans’ Counselor at 
each of its 493 branches. He is 
specially qualified to advise veterans 
on the amended G. I. Bill and regula- 
tions of the Veterans Administration 
applicable to their problems. Returns 
from these branches show returning 
veterans are making extensive use of 
these counselors and that considerable 
sums are being placed in escrow to 
cover deals pending or in process. 

Lou Townsend, vice-president and 
advertising director of the bank, ex- 
plained the advertising campaign sup- 
porting the housing program. 

Bank officers report that results 
from the Oakland meeting were noted 
immediately. Many letters came in 
from home building industry leaders 
strongly approving the bank’s pro- 
gram. A check of the Oakland area 
for the two weeks after the meeting, 
compared with the two weeks preced- 
ing, showed an increase of 60 per cent 
in number of contracts cleared and 
a 40 per cent increase in dollar valu- 
ations. This comparison indicated 
a greater number of smaller contractors 
are becoming active. 


As this is written, housing projects 

totaling more than $1,500,000 were 
announced in one day by East Bay 
builders, all for use of veterans. These 
included one project of 100 homes, 
another of 49 houses and 11 duplexes. 
Additional projects of 125 homes, one 
of 60 homes and another for 40 
dwellings are in process. A 17-acre 
tract has been purchased for $200,000, 
to be developed for business and resi- 
dential housing. These developments 
were undoubtedly stimulated by the 
Oakland meeting. 

Additional meetings are being 
planned for other California areas 
where housing shortages are most seri- 
ous. However, it is necessary to plan 
these meetings five or six weeks in 
advance. The Oakland meeting, being 
the first, was planned about two and a 
half months ahead, and was not held 
until it was decided that the timing 
was right. 

The next regional meeting is sched- 

See FIRST AID FOR HOUSING—Page 63 
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What’s New at Metropolitan? 


HERE is much good news for policy- 
holders in the 1945 record of the 
Metropolitan Life Insurance Company. 


Payments to policyholders and their 
beneficiaries reached a new all-time 
high of $623,000,000. 


Mortality among policyholders, ex- 
cluding war deaths, was the lowest on 
record. The yield on the Company’s in- 
vestments followed the general trend 
and declined somewhat. The Company 
had asset gains which made it possible 
to revise policy and annuity reserves 
so as to reflect lower interest earnings. 
Scales of dividends to policyholders 
were maintained, and in some cases 
slightly increased. 


Unassigned surplus funds at the year 
end amounted to $448,600,000. In ad- 
dition the Company had special sur- 
plus funds of $109,400,000, of which 
$95,100,000 represented a special re- 
serve for possible loss or fluctuation in 
the value of investments and $14,300,- 
000 a Group Insurance reserve for epi- 
demics, etc. These funds represent an 
extra cushion of safety for policyholders. 

In its report to policyholders for 
1945, Metropolitan provides answers to 
many of the questions a policyholder 
would be likely to ask if he could make 
a personal visit to the Company. Among 
questions answered, for example, are... 


Were there many extra claim pay- 
ments last year due to the war? 


Would longer life for policyholders 
reduce the cost of Life Insurance? 


In what types of investments did the 
Company put its money? 


What does the Company advise 
about National Service Life Insur- 
ance? 


In addition to answering these and 
many other questions, the report gives 
a financial summary of the Company’s 
operations during 1945. Whether or not 
you are a policyholder, you will find 
this report interesting and informative. 
To get a copy, just write and ask for 
the Company’s annual report entitled, 
“What’s New at Metropolitan?” 











Policy Reserves Required by Law. 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


BUSINESS REPORT FOR 1945 


In accordance with the Annual Statement as of December 31, 1945, filed with the New York State Insurance Department. 


$6,400,802,374.47 WN 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 






| Government Securities. . 


jationa . $3,901,918,692.03 
United States and Canadian. 


This amount, together with future premiums and 


interest, is required to assure payment of all 
futuie policy benefits. 


Policy Proceeds and Dividends Held at Interest. 
These are funds left with the Company to be paid 
in the future. 


Reserved for Dividends to Policyholders . 
Set aside for payment in 1946 to t ose policyholders 
eligible to receive them. 


Other Policy Obligations. . . ‘ 
Claims in process of settlement, estimated claims not 
yet reported, premiums received in advance, etc. 


Taxes Accrued . 


342,073,866.83 


123,338,706.00 


67,108,358.06 


Other Bonds. 2 
Provincial, State, and Municipal $ 92, 780, 754.21 
Railroad. . ° 584 "361 "368. 30 
Public Utilities . 656, 189, 313.94 
peasy and Miscelianeous 396,006,750.12 


All but $4,076,225.49 are Preferred or Guaranteed. 
ce ae ure on dec: Estate .. 

‘ . $ 86,606, 570 02 
San Property 4 


783, 156 084. 75 
Loans on Policies . . 
Made to policyholders on the security of their 
policies. 
Real Estate Owned 
Includes $39,300,334. 74 real estate under contract 


1,729,338,186.57 


114,550,034.03 
870,363,554.77 


343,512,038.44 


259,557,120.46 





20,019,592.00 of sale and $147, 436,299.08 Housing Projects 


Includes estimated amount of taxes payable i in 1946 and real estate for Company use. 
S. 


on the business of 194 


Cash . ° 175,687,154.11 
Deposited i in banks, ‘in transit, or on hand. 
Contingency Reserve for Mortgage Loans. . 21,000,000.00 Other Assets 


r 167,070,489.96 
Premiums due and deferred, interest and ‘rents due 


Miscellaneous Liabilities and accrued, etc. 


TOTAL OBLIGATIONS . 


29,587,557.57 
- $7,003,930,454.93 








TOTAL ASSETS TO MEET OBLIGATIONS . $7,561,997,270.37 
Thus, Assets exceed Obligations by $558,066,815.44. This safety fund, representing about 8% of the obligations, serves as a cushion against 
possible unfavorable experience and gives extra assurance that all policy benefits will be paid in full as they fall due. This fund is made up of: 


A Special Surplus Fund (including $95,112,000.00 for possible loss or fluctuation in the value of investments) $109,422,000.00 
Unassigned Funds (Surplus) Ae 448,644,815.44 


NOTE:—Assets carried at $360,747,351.78 in the above statement are deposited with various public officials under require- 
ments of law or regulatory authority. Canadian business embraced in this statement is reported on basis of par of exchange. 








- HIGHLIGHTS OF 1945 OPERATIONS 
Life insurance in Force, End of 1945 $31,261,969,817 Paid-for Life insurance Issued During 1945 . 
Amount Paid to Policyholders During 1945 . $623,443,185.86 


+ $2,143,423,150 

















om, 


Metropolitan Life Insurance Company 
(A MUTUAL COMPANY) 


Frederick H. Ecker, CHAIRMAN OF THE BOARD Leroy A. Lincoln, PRESIDENT 1 MADISON AVENUE, New Yor« 10, N.Y. 
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Serving You in Southern California 
is the 


SECURITY-FIRST NATIONAL BANK = 


of Los Angeles 


with resources of over 1% billion dollars 
and 120 offices and branches from 
Fresno to the Mexican border. 


MEMBER FEDERAL RESERVE SYSTEM 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Head Office: 
Sixth and Spring Streets + Los Angeles 54, California 
Founded in 1875 
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WASHINGTON VIEWPOINT. 








By N. 


Problem of Fiscal Policy 


Although the Federal Reserve Board 
and the Treasury Department main- 
tain divergent views with regard to 
future fiscal policy, officials connected 
with the current discussions on debt 
policy believe that the obstacles which 
appeared insurmountable at the be- 


ginning are disappearing in an atmos- 


phere of agreement. 

The Reserve Board was critical of 
the Treasury’s fiscal policy on two 
fronts: 

1. It believed that the Treasury 
overborrowed during the Victory Loan 
drive. Actual subscriptions to the last 
of the war loans exceeded $21,000,000,- 
000. 

2. Marriner S. Eccles, chairman of 
the Federal Reserve Board believes 
that the Treasury’s determined policy 
to maintain interest rates at a low 
level is detrimental and that mone- 
tization of the debt through large-scale 
sales of government securities to the 
banks increases the severity of the 
problems which the Federal Reserve 
has to face with regard to reserve 
requirements. 

Secretary of the Treasury Fred M. 
Vinson, however, is now gradually 
changing the policy of his predecessor 
who maintained that low interest rates 
are essential to finance post-war re- 
covery as well as to keep the debt 
service down. (The Federal debt 
service requires about $5,500,000,000 
annually now.) 

A middle course to the entire prob- 
lem was indicated in the recent an- 
nouncement of the Canadian Minister 
of Finance J. L. Ilsley (See Canadian 
Banking, page 43). Mr. Ilsley’s agree- 
ment with Canadian chartered banks, 
limiting their profits on government 
securities, has attracted Reserve Board 
as well as Treasury interest. 

The problem of bank earnings which 
is reflected in the fiscal policy of the 
Federal Government has already at- 
tracted interest in Congress. Some 
members, particularly Representative 
Wright Patman, Texas, have been 
critical of the bank earnings arising 
from their large holdings of govern- 
ment securities. The Canadian solu- 
tion apparently meets this problem, 
but it will not be easy to apply to the 
complex banking system in the United 
States. 

An insight into the entire Federal 
fiscal policy will be given in the near 
future when Mr. Eccles presents his 


r. GREGORY, Washington Correspondent 








Comparison of G. 


Old Procedure Under Original 
G. I. Bill 


1. Veteran discusses loan with bank 
loan officer. 


2. The veteran and bank fill out 
form for application for certificate of 
eligibility for the veteran. This appli- 
cation is sent to regional office of the 
Veterans Administration. 


3. The certificate of eligibility is re- 
turned to the bank and enclosed with 
it is the name of a qualified appraiser 


who is to appraise the real property 
involved. 


4. The bank obtains a credit rating 
report on the veteran from an ap- 
proved credit rating agency. 


5. The bank completes arrange- 
ments to make the loan and applies to 
the Veterans Administration for a 
certificate of guaranty. 


6. The Veterans Administration 
—_ the guaranty certificate to the 
ank. 


7. The funds may then be paid out 
to the veteran. 


New Procedure Under 
Amendments 


1. Veteran discusses loan with bank 
officer. 








|. Loan Procedures 


2. Bank may accept veteran’s hon- 
orable discharge certificate as certifi- 
cate of eligibility for loan. 


3. Bank proceeds with credit oper- 
ation. Selects appraiser from Veterans 
Administration list of approved ap- 
praisers. After receiving appraiser’s 
report may complete loan and pay out 
funds to the veteran. THE VET- 
ERAN HAS THE MONEY HE 
NEEDS IN A MATTER OF HOURS 
ae” THE MOST IN A FEW 


4. After making the loan to the 
veteran, the bank sends to the regional 
office of the Veterans Administration: 
1, the veteran’s honorable discharge 
certificate; 2, the note or evidence of 
debt signed by the veteran; 3, the 
appraiser’s report, and 4, loan closing 
statement of the bank. 


5. The Veterans Administration en- 
dorses the discharge certificate with 
the amount of the loan made and the 
portion of the guaranty right used and 
remaining for the veteran. The 
Veterans Administration endorses the 
note, indicating the guaranty reserve 
covering the loan. The V. A. returns 
to the bank the discharge certificate 
and note and keeps the appraiser’s re- 
port and closing statement. The dis- 
charge certificate is given back to the 
veteran. 














New plan reduces time required from weeks to days 


report to Congress on the Federal 
Reserve Board legislation needed by 
the system to deal with post-war 
problems. The House Banking and 
Currency Committee has requested 
such a report. 

In connection with the hearings on 
extension of the price control act, a 
group of members of the Banking and 
Currency Committee disclosed that 
they are considering preparation of a 
bill to give the Reserve Board broader 
authority over excess bank reserves. 

Representative Fred L. Crawford, 
Michigan, himself a bank director, said 
during the hearings that he believed 
such a step necessary “‘to facilitate all 
the benefits needed through price con- 
trol, but which can’t be achieved 
through price control alone.” 

An an added anti-inflation power, 
the Reserve Board could be given ad- 
ditional authority over bank reserves. 
Mr. Eccles was asked about additional 
authority for the Reserve System, but 


did not request it specifically, taking 
the view that it would be better for 
the Board to make a study of the 
subject. 

e ° Sd 


Simplified G. I. Loan 
Procedure 


A drastic saving in time and effort 
is certain to result from the new G. I. 
loan regulations recently issued by the 
Veterans Administration. 

The time required for making a loan 
under the amended Servicemen’s Read- 
justment Act has been reduced from as 
much as four weeks to only a few days. 
In fact, William Powers, A. B. A. 
deputy manager, has predicted that 
the average veteran who seeks a G. I. 
loan from his home town bank will 
probably have the desired funds avail- 
able for use in less time than would a 
regular bank customer. 

That the new regulations genuinely 





a 





Te PW 
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simplify G. I. procedure is exemplified 
by the fact that the veteran is now or- 
dinarily required to sign only one legal- 
size sheet, the only exception to this 
being that one additional document is 
required on loans covering delinquent 
indebtedness. Previously an average 
of eight Veterans Administration 
forms required the applicant’s signa- 
ture. The schedule on page 29 com- 
pares the procedure under the original 
act with the average routine under the 
new amendments. 

Under the revised regulations, banks 
and other supervised lenders will be 
permitted to select qualified appraisers 
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to pass on collateral involved in non- 
real estate loans from the ranks of 
their own officers. In order to qualify 
personal property appraisers, lending 
institutions have been advised by the 
Veterans Administration to obtain 
V-A form 1803-C without delay and 
to file this form with the nearest loan 
guarantee officer serving their area. 
The text of thé new regulations was 
completed almost three weeks ahead of 
schedule. In addition, the Veterans 
Administration has prepared and is 
now distributing to banks through its 
regional offices the new loan forms. 
To supplement this, the A. B. A. has 








EIGHT BANKING DIVISIONS ARE 
ALWAYS AT YOUR SERVICE 


The correspondents of Mercantile-Commerce enjoy the 
counsel and services of any or all of the following com- 


pletely staffed departments: 


COMMERCIAL LOANS ¢ TRUST ¢ BOND 
FOREIGN * SAVINGS ¢ REAL ESTATE 
CONSUMER CREDIT ¢ SAFE DEPOSIT 


In the operation of these divisions it is likely we have 
met and solved many problems which, perhaps, may 
confront you for the first time. 


We invite you to take advantage of all of our facilities, 
knowledge and experience..for these eight departments are 
always at the service of our correspondent banking friends. 








issued a booklet explaining the oper- 
ational procedure of the revised regu- 
lations. 


7 Sd + 


British Loan Hearings 


Secretary of the Treasury Fred M. 
Vinson opened the hearings on the 
proposed $3,750,000,000 loan to Great 
Britain with the statement before 
members of the Senate Banking and 
Currency Committee that the loan is 
“an investment in world peace and 
prosperity.” 

He described the loan as a hard- 
headed bargain, an exchange of Amer- 
ican dollar credits for British Empire 
trade preferences, asserting that: 

‘The credit is not a gift; it is a loan 
which England is to repay,” while for 
the United States the proposed loan 
means high production of farm and 
factory goods; for Britain it represents 
a chance to feed her peoples and re- 
build her factories; and for the world 
it offers a “‘genuine chance for lasting 
peace. 

“To survive,” Mr. Vinson argued, 
“England must restore and expand her 
export trade” either by joining the 
United Nations program for unre- 
stricted world trade, or extending her 
economic bloc of currency and trade 
controls. This country’s decision on 
the loan, he declared, will determine 
Britain’s course. 

Among the bankers who testified 
was Winthrop W. Aldrich, chairman of 
the board, Chase National Bank, New 
York. Terming the proposed loan a 
“justifiable investment” in the interest 
of peace and orderly trade, Mr. Aldrich 
answered seven specific objections 
which have been raised by opponents 
of the measure. 

The United States Chamber of Com- 
merce, the Congress of Industrial Or- 
ganizations and the American Federa- 
tion of Labor also urged Congress to 
approve the loan. 


Sd ° ° 


Results of International 
Monetary Conference 


The world bank and the monetary 
fund became a reality on March 18 
when the 38 governors of the bank and 
the monetary fund completed their 
first session. The action placed into a 
co-operative international pool re- 
sources for the twin institutions slightly 
in excess of $15,000,000,000. 

The managing director of the fund 
and the president of the bank, both 
powerful positions, will not be named 
until the executive directors of each 
organization meet in Washington in 
May. The United States has stated 
that it will seek to name the president 
of the bank and that it will not seek to 
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influence the selection of the top 
official of the fund. 

Meanwhile, Mr. Vinson forecast that 
the bank will have made “substantial” 
loans, particularly for the reconstruc- 
tion of war-shattered countries, by the 
end of the year. 

Other delegates estimated the prob- 
able loans at $1,000,000,000 to $2,000,- 
000,000 by that time. They foresaw 
such depleted nations as Greece, 
Poland, Czechoslovakia, Holland and 
China as early applicants, while South 
American republics were expected to 
come in quickly for “development” 
loans, for industrialization. 

The world bank is expected quickly 
to deplete its actual holdings of funds 
subscribed by member nations, because 
only small percentages of total sub- 
scriptions will be called in during the 
early stages of operation. 

The bank is expected to enter the 
capital market sometime this fall. The 
type of security, maturity, coupon and 
the amount of the offering has not been 
selected, although there has been some 
unofficial reports that a “tap” issue 
. might be floated. At present the first 
offering is not expected to exceed 
$200,000,000. 

Executive directors have broad dis- 
cretion under the bank’s charter as to 
the nature and terms of the obligations 
that the bank will issue, including the 
relative amounts of direct and guaran- 
teed obligations to be sold. 

At present commercial banks are 
permitted to invest up to 10 per cent 
of their surplus in the bank’s securi- 
ties. Life insurance companies and 
savings banks cannot invest their 
funds in the world bank’s securities 
until the state investment laws govern- 
ing such institutions are amended. 

At conferences held with Treasury 
officials, state officials did not appear 
anxious to amend investment laws to 
cover the world bank’s securities, 
although officials of insurance com- 
panies and savings banks, it is re- 
ported, were enthusiastic about the 
bank’s direct obligations. 


Sd ¢ ¢ 


Credit Operations of 
Export-Import Bank 


Soon after the National Advisory 
Council on Foreign Lending issued its 
policy report urging that Congress in- 
crease the lending authority of the 
Export-Import Bank of Washington 
by another $1,250,000,000, the bank 
released its first semi-annual report 
disclosing that it had $1,559,600,000 in 
loans and credit commitments out- 
standing on December 31, 1945. 

During the six months from July 1, 
1945, to December 31, the bank 
authorized $1,039,760,000, in credit to 
various European, Asiatic and Latin 





American nations, and actually ad- 
vanced $58,600,000 during the period. 
The report revealed that of the total 
of $252,000,000 loans outstanding De- 
cember 31, only $303,000, or slightly 
more than one-tenth of one per cent, 
was past due. At least $90,000 of these 
accounts is regarded as collectible. 

Of the total loans outstanding, about 
$103,000,000 or 41 per cent was ad- 
vanced by private banks from their 
own funds under agreements with the 
Export-Import Bank. In addition to 
this, exporters and private banks have 
used their own funds without recourse 
on the Export-Import Bank. 
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“Not infrequently the Export-Im- 
port Bank’s credit is limited to a per- 
centage of the total value of the con- 
tract shipments from the United States 
and requires the American exporter, 
foreign importer or their banks to 
finance a portion of the transaction 
themselves,” the report said. ‘““The 
extent of private capital participation, 
both with and without recourse on the 
Export-Import Bank, has been con- 
siderable.” 

Net profit for the six months period 
was $3,400,000 which was added to the 
bank’s total undivided profits, now 
totaling $25,200,000. 




















COOPERATION—KEYNOTE OF OUR 


CORRESPONDENT RELATIONSHIPS 


A willing, friendly spirit of cooperation char- 
acterizes relationships between The Northern 
Trust Company and its correspondent banks. 
All the experience and broad facilities of this 
long-established Chicago bank are constantly at 
your disposal. It is our objective to assist you in 
broadening the scope of your own customer 


service. Your inquiries are cordially invited. 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 











In writing to advertisers please mention The Burroughs Clearing House 
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As it completes One Hundred Years of Transportation Progress... 


PENNSYLVANIA RAILROAD REPORTS 


FOR THE YEAR 1945 


INCOME STATEMENT 


INCOME: 























Year 1945 Comparison with 1944 
DS ibe ada aie le fe wy a oh $603,561,529 D $70,833,779 
“Qtr erca ete rece 258,864,371 D 1,940,611 
Opesating Revenues . . (Mall... 22s cece eee veces 14,821,654 D 21,015 
OR <6. cece aig sgt c/a See ee tae 10,836,165 D 1,327,154 
RE es a Ee el 48,369,692 I 560,058 
936,453,411 D 73,562,501 
Other Income—chiefly dividends and interest on securities owned *42,990,622 I 3,717,973 
a) ee a ee ee a eee ee eee ee ee 979,444,033 D 69,844,528 
EXPENSES: 
Onpesatiog Bxpenees ... 1 ccc eee see ee ee eee sce s 783,947,431 I 47,628,686 
Pate es ea Ga ee we en ee a we ta oe: Oe ° 54,340,013 D 98,498,395 
Equipment and Joint Facility Rents ..........+4+2+66 10,985,428 D 901,265 
Rent for Leased Roads, Interest on Debt, etc. . . ........ $1,162,923 D_ .2,361,361 
SE Se x ee Se Oe ww i eK be Oe ae Se 930,435,795 D 54,132,335 
eee ae a a a a ee ee ee ee ee 49,008,238 D_ 15,712,193 
DISPOSITION OF NET INCOME: 
Appropriations to Sinking and Other Funds, etc. . . ie 3,680,996 I 436,438 
Retirement of Debt—Pennsylvania R.R.Co.........-.-. T D_ 18,767,970 
Dividend of 5% ($2.50 per share) . ... 2.22.22 ee eee 32,919,385 _ 
Metemes GG Emcee. «ccc eee eee ee eeeees 12,407,857 I 2,619,339 





*Includes dividend of $5,000,000 (par value) in securities received from 
Pennsylvania Company. 


1$21,189,880 of debt was retired from current cash and other assets in1945. 


RESULTS FOR THE YEAR 


The high level of business that prevailed 
during the war years continued during 1945, 
the volume being the third largest in the 
Company’s history, and exceeded only in 
1943 and 1944. 


Costs of operation constantly increased 
due to higher costs of labor and higher costs 
of materials. Operating revenues of the 
Company declined $73,562,501, caused by 
the cessation of hostilities and labor dis- 
turbances in some of the larger industries. 
Expenses of operation increased $47,628,686, 
including $41,395,479 to cover the unamor- 
tized portion of the cost of emergency facili- 
ties required for the prosecution of the war. 
The Net Income in 1945 was $49,008,238 
compared with $64,720,431 in 1944, a de- 
crease of $15,712,193. Notwithstanding this 
decrease in Net Income, dividends paid in 
1945 were maintained at the same rate paid in 
1944, 1943 and 1942—5% ($2.50 per share). 


TRANSPORTATION 
FOR THE FUTURE 


The country’s vast system of airways, 
highways and waterways will be expanded 


at the Government’s expense, while all of 
the improvements for the railroads will be 
privately financed. The problems with which 
the railroads are faced as a result of the war 
should have intelligent consideration by 
state and national authorities wherever regu- 
lation restricts the opportunity for the rails 
to move forward. 


The railroads want no subsidy; they want 
equity. They are a heavily taxed industry 
competing with subsidized industries, and 
all they ask is equality of opportunity. 


As the railroads planned to meet the re- 
quirements of war, so they are planning for 
the opportunities of peace, and given a fair 
and equitable chance they will furnish the 
public the bestin freightand passenger service. 


TAXES 


The Pennsylvania Railroad Company dur- 
ing the war years paid in taxes and disbursed 
for improvements and repairs, to meet the 
war load a sum of money equal to the entire 
debt upon the property. A national railroad 
system without any debt would place the 
railroads in the same position as their com- 


petitors, as the Government furnishes a 
large amount of the capital for the water- 
ways, the highways and the airways. 


There was much deferred maintenance 
during the war period. The Interstate Com- 
merce Commission gave the railroads 
authority to create reserves to meet this 
situation. The taxation system, however, 
would not permit them to take any tax 
benefit on reserves so created, and money 
that should have been set aside for this pur- 
pose was taxed the same as other income. 
Deferred maintenance must, therefore, be 
paid out of post-war earnings, and the more 
the post-war earnings are siphoned off 
through taxation, the less will be the money 
the railroads can spend on rehabilitation 
and improvements. 


Railway taxes, after adjustment by tax 
credits of $24,443,381 for prior war years, 
together with Unemployment Insurance 
taxes of $12,741,141, and Railroad Re- 


tirement taxes of $13,802,891, aggregated 
$54,340,013. 


LEGISLATION 
To clarify the intent of Congress with 
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respect to carriers subject to the Interstate 
Commerce Act, and to resolve any regula- 
tory conflicts with the Antitrust laws, Con- 

ressman Bulwinkle of North Carolina intro- 
p te a bill, H. R. 2536, known as the Bul- 
winkle Bill, which gives such carriers pro- 
tection from the Antitrust laws only to the 
extent that their acts and procedures have 
obtained prior Commission approval. The 
Bill was endorsed by the Interstate Com- 
merce Commission and numerous state 
commissions, and by public and commercial 
bodies and by shippers and producers 
generally. It was passed by the House by 
a large majority and now awaits action by 
the Senate. 


To insure consistent policies with respect 
to legislation, and the future efficiency of the 
transportation system, the Bill is worthy of 
the earnest support of the people, who have 
recently seen the vital importance to the 
nation of the ability of the carriers to work 
together in the public interest. 


FREIGHT AND PASSENGER RATES 


The railroads have done the war job with 
practically no increase in freight rates and a 
relatively small increase in passenger fares— 
2/10 of a cent per mile in basic coach fares 
and 3/10 of a cent per mile in fares good in 
Pullman cars. 


The year 1946 will be one of greatly in- 
creased cost of operation and maintenance 
with a decreasing business, and it is there- 
fore imperative to consider the need for 
increased railroad freight rates. 


The railroads were granted a 5% increase 
in freight rates, in May, 1942, which how- 
ever was suspended until six months after 
the war; but, as the situation appears to be 
developing, it will be necessary for the rail- 
roads to petition the Interstate Commerce 
Commission for an increase greater than that 
under suspension, in order to meet greatly in- 
creased expenses and avoid deficit operation. 


Large expenditures must be made for the 
rehabilitation of the railroads. All of these 
necessities will require money in large 
amounts. Money requires credit, and the 
credit of the Company is very much affected 
by the rates at which the business is carried. 


REDUCTION OF FUNDED DEBT 


Maturities during the year amounted to 
$11,807,880, which together with other debt 
retired and canceled amounting to $9,382,000, 
made a total reduction of $21,189,880 in 
1945. This reduction was offset, in part, by 
the issuance of $16,290,000 Equipment 
Trust Obligations. 


In addition, as a result of refinancing of 
bonds and purchases from the public, other 
debt of System Companies was reduced 
$5,380,087. 


The debt of the System in the hands of the 
public was, therefore, reduced $10,279,967 
in 1945, making a net reduction of 
$148,670,000 during the last six years. 


REFINANCING OF BONDS 


The Company continued its policy of 
taking advantage of the prevailing money 
rates to refinance certain of its bonds, as well 
as those of its affiliated companies, and was 
able to make some very advantageous re- 


fundings, from which it will ultimately realize 
approximately $47,000,000 of savings. 


EQUIPMENT 


The ending of the war made it possible to 
acquire materials for construction of pas- 
senger cars, and there are under construction 
one hundred and twelve modern passenger 
train cars, of lightweight construction, of 
which ninety are being built in Altoona 
Shops, and twenty-two by an _ outside 
builder. They are the finest type ever to be 
built for the Company, and are especially 
designed for safety. 


Since the close of the year, orders have 
been placed with outside builders for the 
construction of two hundred and fourteen 
passenger train cars of which one hundred 
and fifty-nine are to be sleepers, for the 
improvement of the post-war passenger ser- 
vice on the railroad. 


Twenty-five of the largest and most 
modern steam freight locomotives and 
tenders were placed in service during the 
year. Orders were placed for fifty additional 
steam passenger locomotives and tenders 
and part of the order was delivered. One 
Diesel electric passenger locomotive was 
delivered during the year, and ten more 
were ordered. 


On December 18, 1945, the District Court 
of the United States for the Eastern District 
of Pennsylvania approved the sale by Pull- 
man Incorporated to a Buying Group of 
Railroads of all the outstanding stock of its 
wholly owned subsidiary, The Pullman 
Company, which owns and services the 
sleeping cars. 


The Pennsylvania Railroad Company, as 
one of the railroads in the Buying Group, 
has purchased from The Pullman Company 
142 lightweight sleeping cars assigned for 
service on its lines, as well as 123 regularly 
assigned parlor cars. 


RESEARCH 


The Company, always seeking through 
research in science and technology, through 
discovery and invention, to be in the fore- 
front of progressive improvement in railroad 
travel and shipping, has continued to move 
forward during the year. Through its own 
research staff, through the research labora- 
tories of the Association of American Rail- 
roads, and cooperatively with equipment 
manufacturers, the Company is alert in 
utilizing to the utmost improvements in the 
field of electronics, metallurgy, chemistry 
and engineering, which can be applied to 
increase the efficiency, comfort and safety 
of rail transportation. 


EMPLOYES 


As we come out of the war and enter the 
peace, it is a pleasure to acknowledge the 
efficiency and loyalty of the employes of 
the Pennsylvania Railroad and their devo- 
tion to duty. 


From the low ebb of the depression in 
1938, with a depleted force, the Company 
moved into the heavy traffic of the war, met 
the peak load of its history, both passenger 
and freight, and is moving into the recon- 
version era. The Management wishes to 
acknowledge the splendid way the employes 
served their Country and the Company by 


meeting successfully every emergency they 
were called upon to face. 


STOCKHOLDERS 


The growth and expansion of the Com- 
pany during the one hundred years of its 
existence is reflected in the number of share- 
holders, the shares outstanding and their 
distribution. When the Company was 
chartered there were 2,635 subscribers to 
the original issue of 60,257 shares of stock 
of the par value of $50 each, being an 
average holding of 22.87 shares by each 
subScriber. 


On December 31, 1945, there were 
214,995 holders of stock, and the number of 
shares outstanding had grown to 13,167,754. 
The average holding was 61.24 shares. 


M. W. CLEMENT, President. 





WHERE THE DOLLAR WENT 
WAR YEARS 1941-1945 




















After providing for operating expenses, interest, 
rentals and other necessary charges, over half the 
remaining income went to taxes. 





NET REDUCTION IN SYSTEM DEBT 
IN HANDS OF PUBLIC 





SIX YEAR REDUCTION 448,670,000 
(1940-1945) 
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There has been a steady and substantial reduc- 
tion of funded debt in the hands of the public, 
ae this graph shows. Over the last six years the 
Pennsylvania Railroad System debt has been re- 
duced $148,670,000. 


PENNSYLVANIA RAILROAD 


BUY UNITED STATES 
SAVINGS BONDS 
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TO SPEED THE PACE OF PROGRESS 


This is the era of expanded growth and opportunity. As business presses forward to 
new achievements, it is the privilege of banks to help speed the pace of progress. 


For many years, the Philadelphia National—Pennsylvania’s oldest and largest bank— 
has cooperated with hundreds of banks throughout the country to help commerce 
and industry take advantage of and widen their opportunities. 


We are constantly studying new ways and means to finance and serve business more 
effectively. With resources of over eight hundred millions we are in a position to extend 
substantial credit, devoid of unnecessary complications, to speed full production. 


We invite inquiries from other banks 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 


PHILADELPHIA 1, PA. 


MFMBER FEDFRAL DEPOSIT INSURANCE CORPORATION 





In writing to advertisers please mention The Burroughs Clearing House 
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The PERSONALITY SPOTLIGHT 








After fifty years of service with the 
First National Bank in St. Louis and 
its predecessors, Richard S. Hawes 
has resigned as senior vice-president 
and now plans to go places and do 
things he never had time for before. 
He started in banking in 1893, and in 
the merger of St. Louis institutions 
which created the First National in 
1919 he became a vice-president. 

Mr. Hawes has occupied many posi- 
tions of honor and responsibility in the 
banking world. He was president of 
the Association of Reserve City Bank- 
ers in 1913, president of the Missouri 
Bankers Association in 1915, and 
president of the American Bankers 
Association in 1919. 

The successor to Mr. Hawes as 
senior vice-president of the First Na- 
tional is William C. Connett, who 
has also been named a director. After 
practicing law in St. Louis for 20 years, 
Mr. Connett was elected a vice-presi- 
dent of the Liberty Central Trust 
Company, and when that institution 
was merged with the First National 
in 1929 he became a vice-president of 
the latter bank. He is extremely active 
in civic affairs and at one time was the 
Democratic nominee for Mayor of 
St. Louis. 


* 


Officially installed as the new Under- 
secretary of the Treasury is O. Max 





O. MAX GARDNER 


Treasury successor to ‘‘Danny” Bell 


Gardner, former Governor of North 
Carolina who recently has been en- 
gaged in private law practice in Wash- 
ington. He was chairman of the Ad- 
visory Committee of War Mobilization 
and Reconversion when that agency 
was headed by Secretary of State 
Byrnes. Mr. Gardner occupies the 








RICHARD S. HAWES 





WILLIAM C. CONNETT 


First National Bank in St. Louis has new senior vice-president 


post formerly filled by D. W. Bell, now 
president of the American Security and 
Trust Company in Washington. 


¢ 


The banking dominion being estab- 
lished by Wiley R. Reynolds in 
Florida continues to expand. Latest 
acquisition is the First National Bank 
in Ft. Lauderdale. Mr. Reynolds is 
now chairman of the board, and the 
new president succeeding W. W. 
McEachern is Charles L. Pierce of 
Palm Beach. 

Mr. Pierce started in banking as a 
clerk in 1919, joined the First National 
Bank in Palm Beach in 1937, was 
elected cashier in 1939, and vice- 
president in 1940. 

Capitalization of the Ft. Lauderdale 
bank is being increased through the 
sale of additional shares, and the bank 
will construct a new building when con- 
ditions permit. 

Deposits in the four Reynolds’ banks 
on the lower East Coast of Florida 
total more than $114,000,000 as fol- 
lows: $52,000,000 in the First National 
Bank in Palm Beach, $10,000,000 in 
the First National Bank in Lake 
Worth, $40,000,000 in the American 
National Bank of Miami and $12,000,- 
000 in the First National Bank in Ft. 
Lauderdale. 


¢ 


Carl J. Daiss was elected vice- 
president of Wells Fargo Bank & 
Union Trust Co. of San Francisco last 
month, after having recently returned 
to the bank following a year’s absence. 


¢ 


Thomas W. Paul, prominent 
Everett banker and civic leader, has 


been elected a vice-president of the 
Pacific National Bank of Seattle 
(Washington), and assumed his new 
position as general loan officer on 
March 1. Born in Glasgow, Scotland, 
Mr. Paul has been active in Pacific 
Northwest financial affairs since 1930 
while associated with the First Na- 
tional Bank of Everett as vice-presi- 
dent and director. 
4 


Appointment of Col. Harold Lee 
as Governor of the Federal Home Loan 
Bank System has been announced by 
John H. Fahey, Commissioner of the 
Federal Home Loan Bank Administra- 
tion. 

Colonel Lee has been associated 
with the FHLBA since 1934, and has 
been its general counsel for seven 
years. He is familiar with the oper- 
ations of the district Federal Home 
Loan Banks, the Federal Savings & 
Loan Insurance Corporation and the 
Home Owners Loan Corporation, three 
units of the Home Loan Bank Adminis- 
tration. 

He was formerly deputy general 
manager of the Home Owners Loan 
Corporation, in charge of property 
management. Previously he had ac- 
quired broad experience in the mort- 
gage field and was an officer of one of 
the large eastern mortgage companies. 

Ralph H. Richards, president of the 
Federal Home Loan Bank of Pitts- 
burgh, had been serving as acting 
governor of the FHLB since Governor 
James Twohy resigned January 19. 

Sd 


Edward D. McGrew, vice-presi- 
dent of Northern Trust Company, 
Chicago, has been appointed New 





Vig While, 
gee 


Prestige, a valuable asset to any 
business, shouldn't be tampered with 
for a fraction of a cent per letter. So, 
if you have any doubt as to the 
prestige-building power of your pres- 
ent letterhead paper, examine its 
watermark, 





The watermark should reveal that 
your letterhead is printed on cotton 
fibre paper . . . the finest papers 
are made from cotton fibres. It should 
also reveal the exact cotton fibre 
content ... the more cotton fibre, the 
finer the paper. Finally, it should re- 
veal who makes it .. . like Fox River, 
who have made fine cotton fibre con- 
tent papers since 1883, 


THE WATERMARK IS YOUR 


Does It Contain Cotton Fibre ? 


BE SURE 











FOX RIVER PAPER CORPORATION 


419-D S. APPLETON AVE., APPLETON, WISCONSIN 
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York correspondent of the bank, with 
offices at 15 Broad Street. He has been 
a member of the bond department 
since 1933 and will continue to be 
concerned primarily with that phase of 
banking. 


¢ 


George R. Amy has been ap- 
pointed secretary of the A. B. A. Com- 
mission on Country 
Bank Operations. 
Formerly assistant 
secretary of the 
commission, Mr. 
Amy has been in 
direct charge of the 
cost analysis serv- 
ice rendered to 
country banks, and 
has supervised the 
service charge 
study reported in this issue of The 
Burroughs Clearing House. A graduate 
of The Graduate School of Banking, 
he was until last year assistant cash- 
ier of the First National Bank in 
Bound Brook, New Jersey. 


* 


G. R. AMY 


New vice-presidents at Guaranty 
Trust Company of New York are 
Harold F. Anderson, Arthur H. 
Kiendl and Russell L. Wardburgh, 
formerly second vice-presidents. Lt. 
Col. Guido F. Verbeck, Jr., has been 
appointed assistant treasurer and 
Kenneth S. Stocker assistant trust 
officer. 

os 


Three promotions at the Fort 
Wayne (Indiana) National Bank saw 
Herbert E. Widenhofer advanced 
from assistant cashier to vice-presi- 
dent, and Russell G. Ayers and 
Harold D. Cothrell, previously as- 
sistant cashiers, named assistant vice- 
presidents. Mr. Widenhofer will be in 
direct charge of all business relations 
of the bank. Mr. Ayers will assume 
full responsibility for the management 
and operation of the bank’s consumer 
lending program. Mr. Cothrell, in 
addition to his present promotional 
duties, will devote a portion of his 
time to the development of the busi- 
ness relations program. 


¢ 


Earle S. Draper, who for five years 
served as Deputy Commissioner of the 
Federal Housing Administration, has 
become president of Housing Trends 
Inc., a new firm providing an archi- 
tectural and engineering service for 
builders and lending institutions in the 
small house field. 


SJ 


Manufacturers Trust Company, 
New York, announces the promotion 
of Edmund Leone from assistant 
secretary to assistant vice-president. 








He is a member of the bank’s personal 
loan and installment financing de- 
partment. 

aa 


Hobart W. Faulkner, active in 
Arizona banking circles for 18 years, 
has been appointed cashier of Valley 
National Bank, Phoenix. He has been 
manager of the bank’s Prescott branch 
since 1934. 


° 


Fidelity Trust Company, Pitts- 
burgh, announces the election of 
Howard W. Fisher as secretary, suc- 
ceeding Frank T. Power who is re- 
tiring after 37 years’ service. 


o 


Mervin B. France, first vice- 
president of the Society for Savings, 
Cleveland, has been elected to the 
board of trustees. D. James Pritch- 
ard has been advanced to assistant 
vice-president and assistant secretary. 


. 


At The Commercial National Bank 
and Trust Company of New York, the 
following assistant cashiers have been 
promoted to assistant vice-presidents: 
David P. Blankenhorn, George 
S. Hall and Paul R. Vervoort. 
Walter W. Troy has been appointed 
assistant cashier. Two war veterans 
appointed assistant vice-presidents 
are Lynn T. Hannahs, Jr., and 
Malcolm R. Tait. 


o 


Chemical Bank & Trust Company of 
New York announces the appointment 
of Eugene W. 
Stetson, Jr., as 
an assistant vice- 
president starting 
March 11. He will 
be associated with 
the bank’s business 
in the South At- 
lantic States. He 
formerly was assist- 
ant cashier with The 
Citizens and South- 
ern National Bank at Savannah and 
Macon, and later was with Brown 
Brothers Harriman & Company. Dur- 
ing the war he was a Lt. Commander in 
the U. S. N. R. 


E. W. STETSON, Jr. 


+ 


Francis H. Brownell, Jr., a vice- 
president of the Seattle-First National 
Bank since 1929, has been elected a 
director. His father, Francis H. 
Brownell, chairman of the American 
Smelting & Refining Company, served 
as a director of the bank for many 
years and was instrumental in the con- 
solidation which formed the Seattle- 
First National in 1929. 
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We see eye to eye with each other 


Our Correspondent Banks tell us fre- 
quently how well we understand their 
problems and how effective we are in 
helping to solve them. 


There’s a good reason for this. Most 
of the officers of The Pennsylvania Com- 
pany began their careers in small banks 
and became officers before they joined 
us. They have intimate knowledge of 


small-bank problems. In addition, they 
are seasoned veterans in big-bank 
operation and policy. 


As a large bank, and as one of the 
nation’s oldest and largest trust com- 
panies, there are many ways in which 
we can be helpful to our Correspon- 
dents. And our policy is to be just as 
helpful as possible. 


THE 
PENNSYLVANIA 
COMPANY 0: sssnsers 0 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM e 


FEDERAL DEPOSIT 


LIVES AND GRANTING 
ANNUITIES « Founded 1812 


INSURANCE CORPORATION 
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“ From now onthe bank 
gets all my credit business!” 


) 


“I got a swell deal from the bank on financing our policyholders have been getting first-hand advice 
new car, Mary. We'll soon be needing other things from the company’s 7,000 agents to ‘‘see your local 
—and that’s where I'll go for a// my credit!” banker before you finance your next car.” And to 
Words like these are being heard in ever-increas- help promote your bank’s credit business, additional 
ing volume on the big, billion-dollar consumer millions of Americans have been reading—month 
credit “buy-way.” And from State Farm Mutual, after month in leading national magazines—about 
the world’s largest automobile insurance company, the State Farm Bank Plan. 
has come a sizeable portion of the impetus that is Hundreds of local banks are cooperating with 
directing this huge new stream of credit dollars to State Farm—already ‘‘cashing in!” If you haven't 
local cooperating banks. investigated this big profit opportunity for YOUR 
State Farm began cooperating with banks before bank, it will pay you to get complete details about 
the war. For well over a year, State Farm’s 1,200,000 the State Farm Bank Plan without delay. 














STATE FARM 
INSURANCE 
COMPANIES 


BLOOMINGTON, ILLINOIS 







Canadian Office: 


Pacific Coast Office: px 
‘af Toronto, Canada 


Berkeley, Calif. 








———-=CLIP NOW! .. . MAIL TODAY!- ~~ — 4] 


State Farm Insurance Companies BC-46 
Bloomington, Illinois 
Gentlemen: 


| 

| How your bank can profit! 
SCR | Send today for FREE booklets 

| 

| 

| 


0 “New Profit Opportunities for Banks” 


OC) “The State Farm Group Loan Life Plan—Good 
Will Insurance for Banks” 


Here are two booklets every banker should have! ““New Profit Opportunities 
for Banks,”’ explains in detail how The State Farm Bank Plan works for you. 
“The State Farm Group Loan Life Plan—Good Will Insurance for Banks,” 
tells how you can insure consumer loans at low cost. Both of these booklets 
| are free for the asking. Simply indicate on this coupon whether you'd like 
NS cighaanuerdinnes seanaenansiensdetaues | one or both booklets. Then clip it and mail to State Farm Mutual, Bloom- 
| ington, Illinois. There is no obligation. 
J 
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A new vice-president of the bank is 
D. J. Dundas, who recently resigned 
as a vice-president and director of the 
Great Falls (Montana) National Bank. 
Sidney Imus, previously a branch 
manager, has been promoted to assist- 
ant vice-president. 

e 


Paul R. Wiggins has been elected 
assistant vice-president of Bankers 
Trust Company, New York City, 
where he will specialize in accounts 
receivable financing. Mr. Wiggins was 
vice-president, secretary and director 
of the Commercial Credit Corporation 
of New York, with which he was 
associated for fourteen years. 


e 
ira William Bedle was so anxious 


to become a banker when he was a 16 
year old boy that he left high school in 





50th anniversary remembrances 


his senior year to work for nothing in 
his home town bank in Tracy, Minne- 
sota. Now, starting his second half 
century as a banker, he is vice-presi- 
dent and director of the National Bank 
of Commerce of Seattle, and supervises 
credit operations of the 20 branches 
outside Seattle. The accompanying 
view shows Mr. Bedle with some re- 
membrances on his 50th anniversary 
in banking, including a slide viewer 
and film container to help him cultivate 
his hobby of photography. 


¢ 


Joe A. Clarke, formerly vice-presi- 
dent and cashier, First National Bank, 
Albany, Texas, has been elected a vice- 
president of The Fort Worth National 
Bank, according to a recent announce- 
ment. He replaces W. L. Pier who 
has become vice-president of the U. S. 
Stockyards Company as well as general 
manager of the Fort Worth Stock- 
yards. Mr. Pier continues his associ- 
ation with the bank as a member of its 
board of directors. Other changes an- 
nounced by the bank advance former 
assistant vice-presidents W. C. Dietz 
and W. H. Peterson to the position 
of vice-president, make H. H. Harp 
and B. P. McDonald assistant cash- 

















... the way he plays 


Californians spend a large part of their life 
out of doors; and, when the weather lets 
them (which is nearly always), in 

the water. California has more private 
pools than the rest of the country 
combined —and for those unable to 
afford a private pool, the vast Pacific 
beaches beckon irresistibly. 


-/,and the way he banks 








Nowhere else has statewide branch 
banking been developed to the point 
it has in California. Bank of America, 
with 493 branches in 307 of the most 
important communities in California, 
provides the combined advantages of 
a statewide organization with local 
“on-the-spot” representation. This is 
banking that California built... and 
banking that is building California. 


“The California Trend” 


is a fact-based forecast that will 
help you plan your business if 
your plans include California. 
Write Dept. AD, 300 Mont- 
gomery St., San Francisco 20, 
or 660 South Spring St., Los 
Angeles 54, for a free copy. 


Bank of America, a member of the Federal Reserve System and the 
Federal Deposit Insurance Corporation, has main offices in the 
two reserve cities of California—San Francisco and Los Angeles. 


4 RESOURCES OVER 5% BILLION DOLLARS > 


Bank of America 


NATIONAI ee OL IAT I 





LONDON, ENGLAND, BRANCH: 12 NICHOLAS LANE, LONDON, E. C. 4 


BLUE AND GOLD BANK OF AMERICA TRAVELERS CHEQUES ARE AVAILABLE THROUGH AUTHORIZED 
BANKS AND AGENCIES EVERYWHERE 
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THOSE ARE NILE LOOKING 
CARS ——SURE WISH / 
COULD AFFORD OME £ 





WELL - YOU CAN 
Now! 








**How’s that?” 


“Because with this new bank-agent set-up originated 
by the insurance companies you could swing it, Bill.” 


"I hadn’t heard about it before. What's the story?” 


“It’s a new plan to keep auto-financing within your 
own community. Everybody benefits— you, the 
purchaser, the local banker, and your local insurance 
agent. Why don’t you drop in your agent’s office 
and pick up a folder about it? It’s a natural for 
young men like you and me.” 


‘Are you financing that way?” 


“Sure thing! How else do you think | could afford 
one? Just look for this sign in your agent's office.”’ 














LISTEN THURSDAY EVENINGS TO EARL GODWIN OVER AMERICAN BROADCASTING NETWORK 
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iers, and move O. D. McCaulley into 
the position of assistant trust officer. 


o 


In his new position as assistant di- 
rector of promotion of the American 
Gas Association, following his resigna- 
tion as deputy manager of the A. B. A., 
Edward Drew will maintain a close 
relationship with banks and other 
financial institutions throughout the 
country. Among his other duties he 
plans to speak before banking organiza- 
tions on the opportunities for the use 
of bank credit and other financial 
services that will be provided by new 
developments in the gas industry. 


e 


Herbert E. Vedder has been ap- 
pointed advertising 
manager of The Na- 
tional Bank of Com- 
merce of Seattle, a 
newly created posi- 
tion, and will de- 
velop and co-ordin- 
ate an expanded 
advertising and 
public relations 
program. Emphasis H. E. VEDDER 
will be placed on 
“the complete department store of 
service” the bank is offering. 





Sd 


The entire staff and several directors 
conspired to “‘throw a surprise party” 
for Thomas E. Bryan, vice-presi- 
dent, United Savings Bank, Detroit, 
on the occasion of his 30th year of con- 
tinuous service with the bank. Having 
advanced from the ranks as book- 
keeper, teller, assistant cashier and 
cashier, Mr. Bryan now is vice-presi- 
dent in charge of the bank’s savings 
department. 

. 


Following his return from service in 
the Armed Forces, Milton T. Buel- 
termann has been appointed assist- 
ant vice-president, Mercantile-Com- 
merce Bank and Trust Company, St. 
Louis. He formerly was an assistant 
cashier. 

* 


The promotion of W. Howard 
Martie from assistant cashier to assist- 
ant vice-president has been announced 
by the Farmers Deposit National Bank 
of Pittsburgh. He is a member of the 
A. I. B. National Executive Council. 


S 


Richard S. Douglas, assistant 
counsel of The Cleveland Trust Com- 
pany, has been elected counsel of the 
bank to succeed G. M. Cummings, 
who retired March 1 after 33 years of 
service with the institution. 











TH 
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~ SAFET 
~TELL-T ALES” 


Railroad men have a lot of respect for a simple safety device 
known as a tell-tale. This consists of a series of knotted ropes 
or wires, suspended above the tracks. It is used to mark the 
approaches to low-clearance tunnels and bridges — and 
warns trainmen standing or walking on cars of the danger 
ahead. In La Monte Safety Paper, Bankers and Business- 
men find another simple yet highly efficient “tell-tale”. For 
any attempt to alter by erasure what has been written on 
this check paper shows up as a glaring white spot which 
makes an altered check instantly suspect. 


LA MONTE PAPER 


GEORGE LAMONTE & SON NUTLEY, NEW JERSEY 


— —— 







We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization’s Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 
protection against counterfeiting—saves Banks sort- 
Tne Wavy Lines are a La Monte Trade Mark ing time — helps prevent errors. 


1871 


1946 
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AN ADDRESS to the 18th annual 
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yoursé ur bond portfolio service. 


IrvinG TRust COMPANY 


ONE WALL STREET «+ NEW YORK 15, N. Y, 
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Member Federal Deposit Insurance Corporation 











Canadian Bank Rate Cut 


In: keeping with the Canadian Gov- 
ernment’s cheap money policy Finance 
Minister J. L. Ilsley on February 27 
announced at Ottawa that the interest 
rate paid by the government on deposit 
certificates, sold to the chartered 
banks for short term borrowing, was 
being reduced from three-quarters of 
1 per cent annual interest to five- 
eighths of 1 per cent. The new rates 
were effective at once on new deposit 
certificates and on those maturing 
during March and April. 

The deposit certificates were intro- 
duced during the war, following the 
lead of Great Britain earlier in the war. 
At one time the chartered banks held 
over $1 billion of these certificates 
which cannot be sold outside. The 
certificates were issued to tide the 


government over between Victory — 


Loans and income tax collections. 
Canadian bankers are of the opinion 
that the rate reduction was made 
primarily because the government felt 
it was paying too much for these 
certificates. 

Mr. Ilsley announced that the 
Canadian banks had agreed to the 
new rates and also to limit their hold- 
ings of government domestic bonds, 
including guaranteed issues, to aver- 
age not more than 90 per cent of the 
amount of their Canadian savings 
deposits, which at end of 1945 totaled 
about $2,800,000,000. Bankers feel 
that this government action was taken 
to discourage banks from going deeper 
into the bond business, and give more 
incentive for banks to find commercial 
loans. Currently Canadian banks 
have Dominion and Provincial Gov- 
ernment securities of about $3,500,- 
000,000; under new regulations Do- 
minion Government bond holdings 
will be limited to about $2,500,000,000. 

Commenting on the moves, Finance 
Minister J. L. Ilsley stated that 
“financing arrangements between the 
Dominion Government and the char- 
tered banks have been on the basis of 
maintaining rates of remuneration to 
banks sufficient to cover their costs, 
but which would leave only a reason- 
able margin of profit.” 


* + * 


Post-War Warning 


The Bank of Canada, the govern- 
ment’s central bank, has reported for 
the fiscal year 1945 a profit of $22,766,- 





CANAD VA N -BANK IN: 2 


By JAMES MONTAGNES 





16-story $4,000,000 Ontario head 
office, Bank of Montreal, under 
construction at Toronto 


920, which after payment of a $225,000 
dividend to the Minister of Finance, 
left nearly $2,500,000 greater surplus 
than in the previous year. All surplus 
was turned over to the Canadian 
treasury. 

The Bank of Canada note issues on 
December 31, 1945, totaled $1,129,- 
099,247, up $93,126,640 from 1944. 
Of this amount $966,200,000 was held 
by the public and $162,900,000 by the 
chartered banks. The increase in 
notes held by the public was less in 
1945 than in any year since 1939, due 
to termination of the war. 

Reviewing government expenditures 
and business conditions in the im- 
mediate post-war period, Graham F. 
Towers, governor of the Bank of 
Canada, in his report states: 

“Looking to the future, however, 
there is no reason for complacency. 
Most of our real problems of post-war 
adjustment are still ahead. The back- 
log of demand will not be large in rela- 
tion to productive capacity when 
industry has been fully reconverted 
and inventories built up to normal 
levels. When the time lag involved in 
demobilization is over, government 
expenditures will fall rapidly. Nor will 
our foreign lending to finance the pur- 
chase of Canadian goods remain in- 
definitely at the present level. The 
prevailing optimism on the North 
American continent is dangerous if it 
diverts attention from the problems 

















which have to be faced . . . It seems 

likely that there will be far greater 

delayed reactions from World War II 

than from World War I, unless posi- 

tive steps are taken to prevent this.” 
Sf Sd SJ 


New Ontario Head Office 


Work has been resumed on the 16- 
story Ontario head office building of 
the Bank of Montreal at King and Bay 
Streets, Toronto, which was stopped 
in September, 1939, within a few days 
of the start of the World War II. The 
building is expected to be ready for 
occupancy in the spring of 1948, and is 
expected to cost in excess of $4,000,000. 
It is the first major post-war bank 
construction project. 

The building is described as con- 
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HAVE YOU A SENSE OF 








Worried about what’s in your crystal ball? | 
You don’t need a modern Nostradamus or a Cas- 
sandra to tell you that accidents like those depicted 
above are occurring every minute of the day, and are 
| likely to increase when post-war motor car production 
| puts millions of additional cars on the highways. 
We suggest that the present is a good time to arrange 
for protection against mounting loss-potentials. 
Ask our agent or your broker about our “6-in-1” 
Automobile Policy* today and quit worrying about 


what may happen tomorrow! 


*Includes automobile fire, theft, collision, bodily injury, property 
damage, and medical payments. 
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temporary classical in design. It will 
be faced with limestone, with steel 
skeleton and reinforced concrete floors. 

Customers of the bank will have en- 
trances on both King and Bay Streets, 
while tenants’ entrance will be on 
King Street. The banking room, 150 
feet long, will have a colonnade of 20 
dark green marble or granite columns 
which will flank the customers’ space 
on the east and west. Virginia Green- 
stone squares will cover the floor, while 
the walls, designed in raised panels, 
will be of light, or blonde finished, 
oak. The ceiling will be finished partly 
in acoustical material and partly in a 
combination of plaster and oak. Coun- 
ter fronts will be marble to harmonize 
with the oak finished walls, while 
counter-tops will be of green marble 
or granite to match the colonnade of 
pillars. The banking room is to be 
lighted from the ceiling through lenses 
which direct the light. 

The new Bank of Montreal banking 
offices will be the main office for 
Toronto, although present offices in 
the immediate downtown area will be 
continued in operation. The building 
will also house the Ontario regional 
administrative offices of the bank. 


* * ° 


Trade Reports Resumed 


Barclays Bank (Canada) has re- 
sumed issuing the monthly trade cables 
and reports dealing with trade and 
crop conditions in Empire countries. 
These were issued regularly till the 
outbreak of war, and because of the 
bank’s affiliation with the Barclays 
Bank branches throughout the British 
Commonwealth and Empire, were 
complete for practically all parts of 
the Empire. 


° ° Sd 


Prominent Banker Dies 


John Andrew McLeod, Toronto, 
chairman of the 
board of direc- 
tors of the Bank 
of Nova Scotia, 
died March 5 at 
Victoria, B. C., 
in his 78th year. 
Born at Park 
Corner, P. E. I., 
he joined the 
Bank of Nova 
Scotia at 18 
J. A. McLEOD years of age, was 
manager of 
branch at St. John’s, Newfoundland, in 
1898, at Boston in 1900, at Havana in 
1905, and at Chicago in 1906. He 
became assistant general manager in 
1917, general manager in 1923, presi- 
dent in 1934, and last year was made 
chairman of the board. He was 
president of the Canadian Bankers’ 
Association in 1932 and 1933. 


THI 
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LOOKING FOR GOOD LOAN COLLATERAL? 


Turn the spotlight on your customers’ Inventory 


NE OF THE best loan collaterals a bank can hold 
hides under the name of “inventory.” 


Your customers are learning that their marketable 
inventory, when field warehoused by Lawrence Ware- 
house Company, gives them an easily tapped source 
of additional working capital. 


For Lawrence helps your loan department in 3 
ways—by spotlighting this profitable business. 


First: by advertising its service to your top-prospect 
industries. Lawrence advertisements explain the 
“hidden collateral” in inventory...show how easily 


Lawrence Warehouse receipts may be converted into 
bank credit. 

Second: by providing you with a free, explanatory 
booklet, “Field Warehousing on your Premises,” 
written in laymen’s terms. You may have as many as 
you like for your customer-prospects. 

Third: for the desks of your loan officers, Lawrence 
has produced a free and fully detailed book,“Inventory 
Financing.” 

Phone or write our branch office in your territory 
and take advantage of Lawrence’s 31 years of Field 
Warehousing experience. 


LAWRENCE WAREHOUSE COMPANY 


Field Warehousing CREATES COMMODITY PAPER AGAINST INVENTORY 


NEW YORK: 72 Wall Street *« CHICAGO: 1 North LaSalle Street « 


SAN FRANCISCO: 37 Drumm Street «© LOS ANGELES: 


W. P. Story Building * Buffalo ¢ Boston * Philadelphia ¢ Kansas City, Missouri * St. Louis * New Orleans © Jacksonville, 
Florida ¢ Dallas * Houston « Denver © Fresno « Stockton ¢ Portland, Oregon ¢ Atlanta « Cincinnati « Washington, D. C. 
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THE TASK OF INSURANCE 


HERE is little difference between the tasks and the oppor- 

tunities of insurance. Keeping pace with progress is an old 
story to “the industry that protects other industries.”” Along 
with the bright promises of modern science, many new and un- 
looked for hazards will doubtless develop, but science itself 
has been a potent tool used by property insurance under- 
writers and the various agencies of public safety. 


It seems to me that the accomplishments of American 
idealism are very closely related to the accomplishments of 
American business. If that is so there is little to fear in the 
future if we maintain the same qualities to which our organiza- 
tion was dedicated ninety-three years ago. Any improvements 
in operating methods which may be required for the good of 
public service should be welcomed. Providing financial pro- 
tection to meet the exact requirements of the insuring public 
must remain foremost in our endeavors. 


People of the fire insurance business and of our own organi- 
zation can look with pride upon the achievements of 1945, 
the Year of Victory. In common with every American citizen 
and every American business they were a part of the solid 
home front behind our victorious fighting men. 


This report on the affairs of the company reflects the prog: 
ress made in a year of national transition from war to peace. 
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STATEMENT 
December 31, 1945 





ADMITTED ASSETS 


Cash in Office, Banks and Trust Com- — 

gemles” 2 ce 0 04 0 4 + $ 21,252,662.44 
United States Government Bonds . . 43,311,100.25 
All Other Bonds and Stocks. . . . 93,759,025.46 
First Mortgage Loans . . . + + + 180,533.95 
pe eee ae eee - 3,464,339.81 
Agents Balances, less than 90 days due  8,480,590.41 
Reinsurance 

* Recoverable on Paid Losses . 1,567,724.71 
Other Admitted Assets. . . 4 « + 187,624.54 


Total Admitted Assets . . . $172,203,601.57 





LIABILITIES 
Reserve for Unearned Premiums . . $ 62,085,749.00 
Reserve for Losses . . . « + + + 17,528,837.00 
Reserve for Taxes .. . . « + + =  4299,218.20 
Liabilities under Contracts with War 
Giip Adm 2 tc cee eee 2,719,717.62 
Reserve for Miscell A ts. 435,448.41 
Funds Held Under Reinsurance 
Treaties « 2 0 0 0% 0 e'e o 67,772.03 
Total Liabilities Except Capital $ 87,136,742.26 
General Voluntary 


Reserve . ~. $10,066,859.31 
Capital. . . . 15,000,000.00 
Surplus . . . 60,000,000.00 
Surplus as Regards Policyholders $85,066,859.31 


Total. wee ee eevee $172,203,601.57 


Note: Bonds carried at $4,414,678.58 amortized value 
and cash $50,000.00 in the above statement are 
deposited as required by law. securities 
have been valued in accordance with the re- 
quirements of the National Association of In- 
surance Commissioners. Surplus adjusted to 
reflect Canadian Assets and Liabilities on 
United States Dollar basis, 











Dennis, Mass. Rosert W. DowLinc 
Gorpon S. RENTSCHLER President, City 
Chairman of the Board, Investing Co. 
National City Bank Georce Guxp 
of New York President, Cleveland 
neue GogELET Trust Co. 
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AUTOMOBILE . MARINE 


THE HOME, THROUGH ITS AGENTS AND BROKERS, IS AMERICA’S LEADING INSURANCE 
PROTECTOR OF AMERICAN HOMES AND THE HOMES OF AMERICAN INDUSTRY 
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THE BOOKLET COUNTER 








New Booklets 


Practical Plan for Local Bank 
Financing of Installment Sales 
. - e A comprehensive brochure de- 
veloped by International Harvester 
Company to aid dealers and bankers in 








A Practical P lan for 


Local Bank Financing of 
Installment Sales 


FARM TRACTORS » MOTOR TRUCKS 
FARM EQUIPMENT - REFRIGERATION 


INTERNATIONAL HARVESTER COMPANY 





Outlines suggested financing agreement 


working out mutually profitable financ- 
ing arrangements covering farm equip- 
ment, motor trucks and refrigeration. 

Included is a suggested financing 
agreement between the banker and the 
local dealer, specifying the provisions 
under which notes will be purchased, 
etc. Accompanying the text of the 
agreement is a more detailed explana- 
tion of these provisions. 

The booklet also gets into the record- 
keeping phase, reproducing forms 
which banks and dealers are likely to 
find helpful. Furthermore, it outlines 
an Income Purchase Plan in which 
terms are based on an analysis of farm 
income. 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 


Pension and Profit - Sharing 
Plans. . . Revised edition of a previ- 
ous comprehensive brochure distrib- 
uted by a New York City bank in 1944. 
Since that time the Treasury has issued 
many new rulings on the law relating 
to employee benefit plans, and the 
present booklet includes these later 
developments. There is an analysis 
and text of the law and regulations on 


pension and profit-sharing trusts, and 
model forms of trust agreements. Also 
a discussion of factors to be considered 
in selecting a plan is included. 


You and Your Nation’s Debt 
. - « This 48-page pamphlet cites the 
dangers of a growing public debt, out- 
lines the problem of debt management, 
and makes five specific recommenda- 





all short-term affairs. 





amortized out of income. 


"The Apo 
AMORTIZED CREDIT 


There was a time when the long-term loan, payable in 
monthly installments, was unknown. 

If the home owner had a mortgage he had a lump pay- 
ment to meet or renew at regular intervals, or else. 

If the individual could get a loan, which was unlikely, 
he had to repay it all on a certain date, not too far distant. 
It was the same with commercial credit. Bank loans were 


Strange to say, the individual was emancipated first. In 
1913, in St. Louis, Industrial started making long-term loans 
to men and women with incomes, and allowing repayment 


It wasn’t until 1934 that the home owner really became 
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free. In that year FHA adopted the proved industrial 
banking plan, and began to insure long-term easy pay- 
ment. mortgages made through banks and other authorized 
lenders. We were one of the first, and the first in St. Louis 
to make a FHA Repair Loan. 


Business was last. Not until lately has commercial credit 
been available on a long-term amortized basis, payable out 
of the income of the business, and we are happy to say that 
we pioneered in that field, too. 


Our correspondent banks, some just starting in the amor- 
tized credit field, have the benefit of our most complete 
experience. 


Resources Over 








NINTH {AND WASHINGTON — . ST. Louis a 
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Detroit 32, Michigan 
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tions as to what the nation’s public 
debt policy should be. It suggests re- 
designing Series E savings bonds to 
encourage greater individual invest- 
ments, and 50-75 year Treasury bonds 
ineligible for commercial bank pur- 
chase which would bear a higher inter- 
est rate to attract investor funds. The 
report also provides factual data, much 
of it in chart form, bearing on the 
problems of the debt. 


What Industry Expects of 
Banking. . . The president of a large 
commercial bank who was formerly an 
industrial executive discusses some of 
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the services which corporate officers 
now expect of banks, and some of the 
things that the banks should do in the 
interest of customer relations generally. 


This Freedom... A well-designed 
series of newspaper advertisements 
which have evoked considerable com- 
ment in financial circles. Published by 
an investment banking firm, the ads 
are based upon the theme that “‘in- 
vested capital is the lifeblood of en- 
terprise.” 


Farm Contracting .. . Realizing 
that there is a definite need for oper- 





Tip to Travelers... 


] ““My handbag’s gone! Stolen! 
@ With my American Express 
Travelers Cheques! And I don’t 
know anyone in this town. But— 
wait—what was it that bank teller 
said? ‘In case of loss...’ 


3 “When I bought the 
@ cheques, the teller said to 
write the serial numbers on this 
record form and carry it separate. 
I also noted the date whenever I 
spent a cheque. Here’s the list.” 


Wns 


2 “I’m glad that teller told 
@ me to report to an Ameri- 
can Express office if any of my 
cheques were stolen. There’s no- 
body else in this town I could go 
to. And something else he said... 


4 “With this record, you'll 
@ get a refund more quickly. 
I know you're glad you carried 
your travel funds in American 
Express Travelers Cheques in- 
stead of in cash!” 


Your bank has a real opportunity to serve business and 
pleasure travelers who need protection for their funds. 
For further information or advertising material, write 
W. H. Stetser, Vice President, American Express Co., 
65 Broadway, New York 6,N.Y. 


AMERICAN EXPRESS 


Travelers Cheques 
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ators with heavy machinery equipment 
to do improvement and soil conserva- 
tion work on farms, a Southern bank 
has developed a plan of financing 
veterans and others desiring to get into 
this profitable business. The program 
is described and a typical case example 
is cited in this illustrated brochure 
prepared by the bank. 


Bank Investment Portfolio 
Management... Very much in the 
minds of bankers today is investment 
policy. Here the head of a New York 
bank’s investment department makes 
some practical suggestions on the 
formulation of a sound basic investment 
program, and adds specific recom- 
mendations for portfolio management 
under current conditions. This book- 
let is well worth the attention of any- 
one concerned with bank portfolio 
supervision. 


American Bank Credit Plan of 
Automobile Financing... A new 
folder describing a nationwide syndi- 
cated service being offered to banks to 
assist in the obtaining of dealer auto- 
mobile paper. The plan also contains 
features designed to attract the auto- 
mobile manufacturer, distributor and 


dealer. It has aroused considerable 
attention. 


Which Way is the Economic 
Wind Blowing? .. . A timely and 
interesting address by the vice-presi- 
dent and economist of a New York 
City bank, in which he finds cause for 
optimism despite the turbulent transi- 
tion period. He cites some of the 
factors upon which this is based, and 
sets up some basic elements in a pro- 
gram for prosperity. 


1945 Index . . . Convenient source 
of reference to the articles which ap- 
peared last year in The Burroughs 
Clearing House, indexed by the general 
nature of the subject matter. 


Still Timely 


Financing Export Shipments 
. - « A booklet of special interest to 
smaller banks not having specialized 
foreign departments. It describes 
methods of payment on foreign trans- 
actions, and includes the full text of 
the Uniform Customs and Practice for 
Commercial Documentary Credits. 


Twenty-Two Ideas on Bank 
Public Relations . . . Bank manage- 
ment as well as financial advertising 
men will find ideas here. There are 
business-getting suggestions for the 
trust department, and_ interesting 
thoughts on such topics as automobile 
financing, safe deposit rentals, annual 
reports, field warehousing and bank 
earnings. 


TH 
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* 
“che 3 AN KERS’ field warehouse company” 


* 


In using our field warehousing service 











banks have made thousands of profitable inventory loans and 
added many new customers for other banking facilities. 

By their desire to hold our warehouse receipts as col- 
lateral, banks throughout the country have expressed their 
confidence in Douglas-Guardian and their approval of our 
procedures for safeguarding their interests and their clients’ 
inventory. 

Because of Douglas-Guardian’s reputation for active 
cooperation in working with banks and for initiative in devel- 
oping new sources of field warehouse loans, bankers think of 


us-as “the bankers’ field warehouse company.” 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 


Nation-Wide FIELD WAREHOUSING 





NEW ORLEANS |, La., 118 North Front St. LOS ANGELES 14, Calif., Garfield Bidg. 

NEW YORK 4, N.Y., 50 Broad St. MEMPHIS 3, Tenn., Porter Bldg. 

CHICAGO 3, Ill., 100 West Monroe St. PHILADELPHIA 2, Pa., Girard Trust Bldg. 

ATLANTA 3, Ga., Hurt Bidg. PORTLAND 4, Ore., U. S. Nat'l Bank Bidg. SPRINGFIELD, Mo., Holland Bidg. 
CLEVELAND 14, Ohio, Union Commerce Bldg. ROCHESTER 4, N.Y., Commerce Bidg. TAMPA 2, Fla., 416 Tampa St. 
DALLAS |, Texas, Tower Petroleum Bldg. SAN FRANCISCO 4, Calif., 300 Montgomery St. EL PASO, Tex., 901 N. Ochoa St. 
EASTON, Md., 438 South Street SPRINGFIELD 3, Mass., 172 Chestnut St. HARTFORD, Conn., 36 Forest St. 
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hat's What Your Money Does 

Plodding along a single row at two miles an ers have taken an ever-greater part. With his : 
hour, the man with the team takes a month to sharp pencil, kindly counsel and timely credit 
cultivate 60 acres of corn the customary three many a banker has pointed the way from high 

times. Taking two rows at twice the speed, and _labor-requirement and low return to machinery ( 

saving time at every turn, the man with power- investments that have multiplied man-capacity ( 

lift cultivator, front-mounted on his all-purpose and added to net income. 

tractor, can do as much work in a week. With every prospect that farm wages and 5 

Not all the operations in corn production bank deposits will continue high, the financing I 

have been speeded up so sharply. Nevertheless, of further farm mechanization promises to be ( 

between the two world wars, on the same farms increasingly a sound service and a profitable ¢ 


for which the University of Illinois has kept 
records through the years, two acres of corn 
now are grown and harvested in the same num- 
ber of man-hours it took for one acre a quarter- 
century ago. 

In the liberation of farmers from the limita- 
tions of muscle-power and hand methods, bank- 


business. This company and its dealers believe 
that such business properly belongs to the local 
bank which maintains all the bank services for 
the community. The quality which gives Case 
machines their ENDURANCE and economy 
makes them especially desirable for bank fi- 
nancing. J. I. Case Co., Racine, Wis. 
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By CHARLES R. ROSENBERG, sr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Executory Contract for Note 


The maker of a negotiable note 
delivered it to the payee in return fora 
written agreement to convey certain 
land to the payee. The agreement 
acknowledged receipt of the note as 
the purchase price of the land. 

When the maker was sued on the 
note he contended that the executory 
contract for the conveyance of land 
was not a valid instrument covering 
the terms of the agreement for the 
sale of the land and therefore the note 
was without consideration. 


The Minnesota court found that the’ 


contract was valid and sufficient and 
therefore. good consideration for the 
note. 

‘‘A good and valid consideration 
supported the note,’ the court said. 
“It is well settled that an executory 
contract for the conveyance of land is 
good consideration for a note.” 

An executory contract is one which 
has not actually been performed. 
Banks frequently discount notes for 
contractors who have obtained them 
from customers for home renovation 
jobs, heating installations and other 
work to be performed. The mere fact 
that such a contract is executory does 
not impair its validity as consideration 
for the customer’s note. (Kohagen vs. 
Joyce, 21 Northwestern Reporter, 
Second Series, 232.) 


® ¢ ¢ 


Consideration for Note 
Under Seal 


In Pennsylvania, as in many other 
states, a seal on a note or other instru- 
ment is said to “import consideration.” 
Ordinarily, it is not necessary to prove 
consideration for a note under seal. 

However, the Superior Court of 
Pennsylvania has recently pointed out 
a very interesting and important dis- 
tinction between “‘want’’ of considera- 
tion and “‘failure’”’ of consideration as 
affecting a note under seal. 

“The note in this case was under 
seal,’’ said the court, “‘and a seal im- 
ports consideration and creates a legal 
obligation. It follows that upon a 
note under a seal want of consideration 
is no defense in our state. In Restate- 
ment of the Law of Contracts it is 
said: ‘It is not essential in order to 
make a promise under seal operative 
as a sealed contract that consideration 
be given for the promise.’ 


‘Failure of consideration ‘is a good 
defense against a sealed instrument, 
but want of consideration has long 
been recognized in this state as no 
defense to an action on a sealed instru- 
ment. 


“The distinction between want and 
failure of consideration may be stated 
as follows: ‘want of consideration em- 
braces transactions or instances where 
none was intended to pass, while fail- 
ure of consideration implies that a 








The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 





7s the Owner's Equity Protected 7 
“ 


The mortgagee’s interest may not be affected but, in these “ 
days of rising construction costs, amounts of insurance 
should be checked, and increased, if necessary, to cover 
today’s values and the owner’s equity in a property. 
It’s good business to call these facts to the attention of 
the property owners you serve - now! 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 


Equitable Fire & Marine Ins. Co. 
Providence 3, R. I. 


The Central States Fire Ins. Co. 
Wichita 2, Kaiisas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 

















booklet,’’ said a banker. 


return mail. 
COSE .. 


Keep it 5 days. 


C. A. SMITH & CO. . 





ON APPROVAL... SEND NO MONEY! 
“100 PROFIT-MAKING IDEAS For BANKS!” 


This new booklet is a rare compilation of the best, most original, and 
up-to-date ideas on banking promotion that the country’s best bank- 
advertising minds have lately produced. They cover all phases of bank advertising, 
selling, public and customer relations—apply to various bank and association services. 


‘‘T know of no collection of ideas on banking promotion that approaches your unique 
And it IS unique—a “‘first”’ of its kind! 
been chosen as BEST from several thousands scanned. 
to be sure that the ideas finally selected were outstanding, practical, and ready for 
adoption or adaptation by commercial banks, savings banks, and associations. 


But we want YOU to be the judge. Just write us or tear out and mail this ad, anda 
copy of our new 100 PROFIT-MAKING IDEAS FOR BANKS will be sent by 


Then, if you don’t agree it is worth many times its 
. that it is a potential profit-maker . 


good will. . . return it and owe us nothing. Otherwise, a bill will be sent you for 


$2 
. - WESTPORT, CONN. 


Bank Advertising Counsels 
Editors and Publishers, SMITH DIGEST, SMITH COLUMN FOR BANKS 


All ideas have 
It took months to doit... 


. . business-builder . . . increaser of 
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valuable consideration, moving from 
obligee to obligor, was contemplated. 
Want of consideration is no defense, 
as this would contradict the terms of 
the instrument, while failure of con- 


_Sideration does not contradict . the 


terms of the instrument, but shows that 
the consideration contemplated was 
never received.’ ”’ 

From this distinction it would 
appear that if a bank discounted for a 
payee a sealed note which turned out 
to be non-negotiable, the bank would 
not be a holder in due course and would 
be subject to the possible defense of 
failure of consideration on the part of 
the maker. Some courts say that 
while a seal on a note or other instru- 
ment raises a presumption of considera- 
tion, that presumption is “rebuttable.” 
In most states the statute of limitations 
on sealed notes and contracts runs 
much longer than on instruments not 
under seal. (Shinn vs. Stemler, 45 
Atlantic Reporter, Second Series, 242.) 


. 7 7 


Bank’s Liability for Association 
Checks 


The president of a Federal savings 
and loan association arranged with a 
bank in which he had a personal check- 
ing account to credit association checks 
to his account. The association had 
never had any business dealings with 
the bank. 

The president explained to the 
bank’s cashier that the checks would 
be drawn to the order of the bank and 
although checks of the association, 
they represented funds belonging to 
the president personally and so should 
be credited to the president’s personal 
account. Upon that representation 
the cashier of the bank accepted the 
checks when they arrived by mail and 
without further inquiry credited them 
to the president’s personal account. In 
due course the president checked the 
money out of his personal account for 
use in his own business. Upon the 
subsequent discovery of the misappro- 
priation of the funds, the association 
sued the bank which had accepted the 
checks for deposit in the president’s 
account and cleared them for payment. 

Ruling against the bank, the Federal 
court said: 

“Although the responsibility of a 
bank under these circumstances is not 
covered by Federal statute, it has long 
been the rule in Federal courts that the 
duty of a bank requires it to make 
inquiry before acting upon a represen- 
tation such as was made by the presi- 
dent of the association in this case. 

“If the bank has knowledge that 
the officer (of the corporate drawer of 
the check) is using the check for his 
personal benefit, for example, to pay 
his debt to the bank or to deposit it to 
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his personal credit, then the bank is 
put upon inquiry and if it fail to make 
inquiry, pays at its peril. In the case 
before us the bank admittedly had 
knowledge that the association presi- 
dent had the checks made payable to 
the bank to be credited to his own 
personal account for his personal use 
and failed, admittedly, to make inquiry 
in respect of his authority. The 
ownership of the funds represented by 
the check was apparent from the face 
of the checks. 

“The bank was bound to know that 
the association president was not act- 
ing as agent of the association in 
inducing the bank to credit the checks 
to his personal account for use in his 
own business. 

“Further, the bank was held to a 
knowledge of all that the charter of the 
association disclosed as to the author- 
ity of its officers to withdraw its 
moneys and as to what the laws under 
which the association was organized 
provide upon the subject. The associ- 
ation made no representations to the 
bank through any of its officers or 
agents, other than the president him- 
self, upon which the bank was author- 
ized to rely.”’ (Federal Savings and 
FT erect ee ae 
Trust Company, 151 Federal Reporter, 
Second Series, 720.) 


Sf ° 


Acknowledgment of Debt 


That a note is not “outlawed” by 
the running of the statute of limita- 
tions if acknowledged in writing by the 
debtor within the statutory period, is 
pointed out in a recent decision by the 
Court of Appeals of Kentucky. 

“The presumption of payment be- 
cause of lapse of time (more than 
twenty years)”’ says the court, “may 
not be relied upon as a defense to an 
action upon an account or note, where 
the obligor, as in this case, signed a 
writing acknowledging the debt within 
twenty years of the demand. The 
acknowledgment of the debt com- 
pletely repels the presumption of pay- 
ment which otherwise might have been 
indulged. 

“In an earlier case it was held that 
a demand of payment made by the 
creditor within the twenty year period 
was sufficient to overcome conclusively 
the presumption of payment which 
might otherwise be relied upon. If a 
demand of payment by the obligee is 
sufficient to repel the presumption of 
payment, certainly an acknowledg- 
ment of the debt by the obligor will 
do so.” 

In most states the statute of limita- 
tions on notes and contracts is con- 
siderably less than twenty years. In 
some instances it has been said that an 
oral acknowledgment of the debt 
within the statutory period is sufficient 
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FAILURES MULTIPLIED after World War I. As one result . . . in just three 
years . . . credit losses paid by American Credit Insurance jumped to more than 
20 times the 1919 figure. 


WILL HISTORY REPEAT? No one knows. That’s why thousands of banks 
now advise customers to carry American Credit Insurance . . . which places a 
definite cash value on customers’ accounts receivable . . . and guarantees that they 
will be paid. Many banks go farther than that. They insist on this added pro- 
tection in granting loans... and the bank now may be included as a named 
assured without charge. 


“CREDIT LOSS CONTROL’’.. . a timely new book . . . contains important 
facts and figures that you need . . . to assist customers who seek your advice about 
credit policies and problems. For a copy address: American Credit Indemnity 
Company of New York, Dept. 49, First National Bank Bldg., Baltimore 2, Md. 


PRESIDENT 


{ 53" Your 
AMERICAN 
CREDIT INDEMNITY 


American 


Credit Insurance 


guarantees payment 
of accounts receivable 
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OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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Sometimes a department seems to 
operate on a turtle’s schedule. Noth- 
ing ever goes out on time. 

The payroll is late, the compara- 
tive sales report is late, the trial 
balances and the production sched- 
ules are late. Meanwhile, overhead 
mounts, tempers shorten, and even 
the best customers grow impatient 
with long delay. 

Moore Business Forms can cut 


radically into lateness and overtime 
by designing forms for specific pur- 
poses. The whole office procedure 
can be speeded up, often by a single 
change. 

Moore forms reduce over-all cost, 
as well. The question to ask of your 
business operation is “How much 
does it come to altogether?” Count 
salaries, paper, carbons, forms, 
machines. Moore forms can lower 


AMERICAN SALES BOOK CO., INC., NIAGARA FALLS AND ELMIRA, N. Y. 
PACIFIC MANIFOLDING BOOK CO., INC., EMERYVILLE; LOS ANGELES, CALIF. 
GILMAN FANFOLD CORP., NIAGARA FALLS, N. Y. 


COSBY-WIRTH MANIFOLD BOOK CO., MINNEAPOLIS, MINN. 
MOORE RESEARCH & SERVICE CO., INC., NIAGARA FALLS, N. Y. 
SOUTHERN BUSINESS SYSTEMS, INC., ORLANDO, FLA. 


MOORE BUSINESS FORMS, INC. (New Southern Div.), DALLAS, TEX.; ATLANTA, GA. 


In Canada—Moore Business Forms, Ltd., succeeding Burt Business Forms, Ltd., Toronto 
Western Sgies Book Co., Ltd., Winnipeg and Vancouver 
National Sates Check Book Co,, Ltd., Montreal 


the figure as-much as 20% to 50%. 

To see how, get in touch with 
headquarters of your nearest Moore 
division, as listed below, or its local 
office. Moore Business Forms, Inc., 
consists of companies long under 
Moore ownership, now also under 
the Moore name. Moore stands ready 
to supply you with everything from 
a simple sales book to the most intri- 
cate multiple-copy form. 
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to prevent the obligation from being 
‘“‘outlawed,”’ but a written acknowl- 
edgment is much safer, at least from 
the viewpoint of proof. (Lamaster vs. 
Dean, 191 Southwestern Reporter, 
Second Series, 228.) 


Sf ¢ » 


SERVICE 
CHARGES 


(CONTINUED FROM PAGE 19) 


method is recommended for simplified 
analysis. 

There are several methods of charg- 
ing for cash handled in deposits, 
though in some cases no charge is 
made. Methods of charging include a 
flat rate of so many cents per $1,000, a 
percentage flat rate, and a nominal 
amount, such as the charge for a 
transit item in the deposit. The fairest 
method is believed to be based on the 
time required to handle the cash at a 
price per minute, particularly where 
depositors make a regular practice of 
depositing substantial quantities of 
currency and coin. Such a plan is 
regarded as practicable in a country 
bank only in those cases where the 
quantity of cash in and out is more 
than nominal. 

The rate for ‘on us” checks paid 
should be based on the costs in con- 
nection with the handling of such 
items through all the routine channels 
or departments of the bank. This is 
the one rate that is common to nearly 
all of the various service charge plans. 
Surveys indicate that a great many 
country banks do not even come close 
to recovering the actual costs of this 
item, which is especially unfortunate 
as this class of item usually constitutes 
the greatest activity. 


NOTHER factor to which our com- 
mittee devoted its attention, in 
working toward its simplified analysis 
plan, was float or uncollected funds. 
The calculation and deduction of float 
is standard procedure in complete 
analysis. There is no question but 
that this method is justified in the 
handling of certain accounts in every 
country bank. Float represents that 
portion of the customer’s balance that 
is in the process of collection. Any ex- 
cesses of float over balances is in fact a 
loan by the bank to the customer and 
should be so treated and charged. 
However, insofar as the majority of 
accounts in country banks is concerned, 
float is a matter of minor consideration. 
It may be disregarded entirely in these 
accounts. This is an advantage to the 
customer. 
Reserves is another factor that may 
well be handled in the same manner. 


4 
































YOU'RE HEARING MORE 
ABOUT THE PACIFIC NORTHWEST 


AR PRODUCTION turned the spotlight on the 

State of Washington. B-17 and B-29 planes car- 
ried the fame of Seattle around the world. Grand 
Coulee Dam and the Atomic Bomb plant at Richland 
have become symbols of boundless power. 


This State has many other resources and industries— 
perhaps less spectacular but of growing importance. 


Its expanded population offers a great new market for 
countless products. 


Business concerns planning to make new connections 
in the Pacific Northwest or to extend their operations 
can obtain from this bank complete financial service— 
either in regular commercial operations or those in- 
volving consumer credit financing. 


38 banking offices covering the 
State of Washington 


Member Federal 


Reserve System Insurance Corporation 


SEATTLE-FIRST NATIONAL BANK 


Vain Office — Seattle 
Spokane and Eastern Division — Spokane 





Member Federal Deposit 
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Inasmuch as banks are required by law 
to maintain certain reserves, and also 
carry additional reserves, the deduction 
of reserves before calculating the earn- 
ings allowance is entirely justified. 
Where the bank does not make this 
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deduction in calculating the earnings 
allowance, it is providing another ad- 
vantage to the customer. 

In the ‘method of determining 
the earnings allowance itself, the com- 
mission favored the simplicity avail- 


able in the use of minimum bal- 
ances. It actually represents an oper- 
ating short cut. It is easier and quicker 
to spot the minimum balance on the 
customer’s ledger sheet visually than 


it is to undertake the calculations 
necessary to determine the average 
balance. 

From the customer’s standpoint, it 
may be said that the minimum balance 
is the amount available for investment, 
and also that there is a balancing of 
factors in the simplification program. 
Surveys indicate, in support of this 
point, that float and necessary reserves 
will, on the average, amount to twenty- 
five to thirty per cent of average bal- 
ances, whereas analyses of large groups 
of accounts show that minimum bal- 
ances are approximately twenty-five 
per cent less than average balances in 
the aggregate. Thus the twenty-five 
per cent difference in the use of mini- 
mum balances may be considered a 
close approximation to deductions for 
float and reserves. Where use of a 
minimum balance results in inequity 
it is suggested complete analysis be 
applied. 








BARGE CANAL 


The New York State Barge Canal provides 
Buffalo industries with low-cost water trans- 


portation to the eastern seaboard. 


The Marine Trust Company has been asso- 
ciated with the industrial development of 
Buffalo since 1850. 


HEN our committee turned to the 

matter of the earnings allowance, 
we found that its application repre- 
sented the outstanding weakness in 
country bank service charges. An earn- 
ings allowance, as the bank’s net allow- 
ance to checking account customers, is 
present in practically all service charge 
plans. It may be expressed in terms 
of “free” checks, a percentage rate or 
so many cents per unit of balance. 

A survey of approximately one thou- 
sand country banks in all parts of the 
country disclosed the large majority 
granting earnings allowances substan- 
tially greater than the possible return 
on the funds involved. 

An example is the measured service 
charge plan that offers ten “free” 
checks per $100 of average monthly 
balance. If checks are figured at five 
cents each this is equivaleni to fifty 
cents a month or $6 a year and accord- 
ingly represents a six per cent allow- 
ance. This is obviously inconsistent 
with the actual return or with the rates 
paid to customers on time deposits. 

A fair and reasonable earnings credit 
is not difficult to determine. The 
A. B. A. cost survey of country banks 
showed an average earnings credit 
of one and four-tenths per cent, that is, 
$1.40 per $100 annually or eleven and 
six-tenths cents per month. This was 
the amount available for the customer 
in terms of service. It works out closer 
to two “free” checks per $100 of 
average monthly balance or two and 
one-half checks per $100 of minimum 
monthly balance than it does to an 
allowance of ten checks on either 
balance. 

In simplified analysis plans now in 


Member of Federal Deposit Insurance 
Corporation 











MARINE TRUST COMPANY 


Buffalo’s OV AY mT: Largest Commercial Bank 





To Serve You In 


CANADA 


} B ecsurvay the war the develop- 
ment of Canada’s natural 
resources has gone forward 
rapidly. Plan now for profitable 





Coast to Coast 
in Canada 
Newfoundland 
Cuba 
Dominican Republic 
New York, 49 Wall St. 


London, England 
108 Old Broad St. EC2 


Jamaica oe -war trading with the 


Puerto Rico Oominion. 

With ample resources and 
over a century of banking ex- 
perience, this Bank is in a 
position to be helpful with your 
Canadian problems. 

Enquiries are cordially invited. 


General Office - Toronto, Canada 


tte BANK of NOVA SCOTIA 


4 














In writing to advertisers please mention The Burroughs Clearing House 





ltallateL ict OL@L0) +] Mo Gl al-vo al mleolatelllare 


Endorse as you Prove 


CUMMINS 


NEW 


ELECTRIC 
ENDORSER 





No extra effort or added mo- 






















tion. Endorse checks while you 
list or prove deposits on ANY 


listing or proving machine. 


Here are some of the advantages of Model 250 


e AUTOMATICALLY INKS, ENDORSES, DATES and stacks in 
proper order as fast as you can feed it. 


e ENDORSES all sizes of checks — always a clear, distinct endorse- 
ment — no skips. 


e. EASY TO OPERATE — requires no special experience. 
e QUIET, VIBRATIONLESS — reduces fatigue, conserves energy. 





Coupon books simplify handling TIME 


PAYMENTS. Cummins Perforators provide Whatever the size of your business, you will save time and money 
the fastest, most efficient method of number- using Model 250 for endorsing. Full information on Model 250 and 
: ing and dating coupon books. its time saving features is available to you without obligation. 


3 OUTSTANDING CUMMINS PRODUCTS 


Model 300—Electric 


Desk Perforator. A 
versatile portable 
machine — for can- 
celing checks and 
numbering Per- 
sonal Loan Coupon 
Books. 


Model 76—Electric Model 39—Hand 


Fast — economical — 
for banks requiring 
continuous heavy 
duty check cancel- 
ing. Equipped with 
Cummins automatic 


check trip. 


For numbering cou- 
pon books in Person- 
al Loan Departments 
and canceling checks, 
pass books, with- 
drawal slips. 





) Since 1887 Cummins has specialized in the manufacture : ° ° 
of manually operated and electric perforators, as well as cummin o Business Machines 


check endorsers, receipters and check signers . . . to Formerly CUMMINS PERFORATOR 
increase efficiency and to provide protection for banks. 4740 RAVENSWOOD AVENUE e CHICAGO 40, ILL. 






















New World-Standard Created by 
Herring-Hall- Marvin Engineers 


® Now it can be told—how, for the five long years 
of continuous research, while Herring-Hall-Marvin 
engineers were concentrating on new and higher 
standards of precision-engineering to help speed 
all-out Victory, they built up a backlog of revolu- 
tionary discoveries that they knew would be appli- 
cable to the art and science of building better 
protective equipment for banks in the years of 


HERRING-HALL-MARVIN SAFE CO. 


Manufacturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses and 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes 


BUILDERS OF THE UNITED STATES’SILVER STORAGE VAULTS AT WEST POINT 
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peacetime progress. Now, they are ready to make 
the epochal announcement—STAINLESS STEEL 
FOR YOUR NEW BANKING HOME! Yet this is 
only one of a score of unannounced improvements 
that merit your immediate investigation. 
Whatever your requirements for new construction 
or remodeling, see your local Herring-Hall-Marvin 
representative—or write, wire or phone us direct. 












General Offices 
HAMILTON, OHIO 
BRANCH OFFICES 






Los Angeles, Detroit, Pittsburgh 


In New York, Chicago, Boston, Washington, 
St. Louis, Atlanta, Houston, Philadelphia, 


OTHER AGENCIES ALL OVER THE WORLD 





operation the earnings allowance is 
expressed in terms of cents per month 
per $100 of balance. For example, a 
rate of 1.2 per cent is equivalent to ten 
cents per $100 per month and is easy 
to figure since it is simply a matter of 
pointing off three places. 

Eight cents per month per $100 of 
minimum balance would be equivalent 
to a rate of .96 per cent. Nine cents 
per month per $100 of minimum bal- 
ance would be equivalent to a rate of 
1.08 per cent. Eleven cents per month 
per $100 of minimum balance would be 
equivalent to a rate of 1.32 per cent. 

The rate of 1.40 per cent developed 
by the A. B. A. cost survey allowed no 
provision for profit or loss reserves. If 
such a deduction were made the rate 
would become approximately .3 per 
cent less, arrived at by reducing the 
gross interest income approximately 20 
per cent. However, even though that 
were done there would remain prac- 
tically no margin for the bank in the 
majority of cases since the cost method 
applies the same interest income rate 
to capital funds and deposits. Obvi- 
ously, this is a distinct advantage to 
checking account customers as the re- 
sulting earnings credit rate is quite 
generous. 


UTTING these various factors and 

conclusions together, we come to the 
simplified plan developed and recom- 
mended by our committee. It calls for: 
1. A maintenance factor. 2. The 
same per item rate for ledger entries 
including checks paid and deposits 
made, and for out-of-town items in 
deposits except bank money orders and 
travelers checks. 3. An earnings.credit 
or allowance based on the minimum 
monthly balance. 

The grouping of checks paid, de- 
posits and out-of-town checks de- 
posited under the same per item rate 
is a step directed at simplification. It 
is obvious that it is easier for the aver- 
age customer to understand a service 
charge made up of a maintenance 
factor, a common item rate, and an 
earnings allowance, than a charge in- 
cluding a greater number of computa- 
tions. It is likewise easier for the bank 
to compute the charges under this 
plan. It carries simplification, we be- 
lieve, beyond any plan so far developed 
and at the same time does not forego 
the basic requirements of fairness to 
the customer or the bank. 

Average per item costs can be easily 
obtained. The total cost of handling 
“on us” checks paid, deposits made, 
and out-of-town checks received in de- 
posits for the year, divided by the total 
number of items handled in these three 
groups, will provide the average cost 
figure. 

An example will show how a banker 
may figure this cost for his own bank. 
The average cost and activity figures 
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used in the example are those shown in 
the Country Bank Operations Com- 
mission’s cost analysis study for 1944. 
These average figures have been ap- 
plied to a bank carrying 500 checking 
accounts: 


Average Activity for Year Average Item Cost Total 





9,805 Deposit Tickets @ll¢ $1,078.55 
52,595 “‘On Us’’ Checks Paid @ 5%é 2,892.67 
26,000 Remittance Items 

(Out-of-town-checks handled) @ 4¢ 1,040.00 
88,400 $5,011.22 


Dividing the total cost by the total 
items handled, the average cost of 
handling each of the ledger entries and 
out-of-town checks is 5.6 cents. This 
should not be construed, of course, as 
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representing the Commission’s opinion 
as to what the rate should be in an indi- 
vidual case. As a matter of fact, our 
statistical analysis indicates that in 
many instances the above rate would 
be inequitable to the public. 

From our studies it is evident that 
the simplified analysis plan provides a 
fair method of charging all but an ex- 
tremely few of any country bank’s 
customers. These few, such as the 
larger and more active commercial 
accounts, should be treated as excep- 
tions in order to bring about a higher 
degree of equity toward the depositor 
and the bank. For these, the com- 
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Many deserving farmers need 
assistance in purchasing 
power equipment for more 
profitable food production. 
Bankers, in cooperation 
with MM Dealers can 

be of real help by 
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credit. 
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struction. 


There is no question about it! — When time comes for 
seed bed preparation TIME is all important—timely 
seeding and planting is the first essential needed to 
assure a good crop—when the weather and field con- 
ditions are right you can depend on MM Quality to 
keep you going and to do a thorough job. Disc, 
Tooth or Spring Tooth, each one is of top quality con- 


TRACTOR DISC HARROWS MM Nos. 11A, 12 and 
14, Many advantages favor your selection of these 
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heavy duty harrows. Light in weight yet with great 
pveeni F - are built for long life with sélf-lubricating 
long-life bearings An extra sturdy frame of heavy duty 
steel angles is part of the modern design which assures 
you even depth penetration from one end of the disc 

ang to the other—in even or uneven ground. The 

andem Disc Harrow No. 11A will turn as short as any 
row crop tractor and continues to work on the turns 
without gouging in. All angling is tractor controlled. 
Gang bolts equipped with special wear take-up 
washer which prevents assembly from ever becoming 
loose once properly tightened. Gang drawbars de- 
signed to put draft on the bearings practically at right 
angles to the axis of the gong bolt when discs are in 
working angle. Keeps full face of bear.ngs in even load 
contact with spindle, meaning less wear at any point. 
See illustration. Special peg-tooth hitch arms at 
just the proper height assure excellent trailing and 
better work. See your MM dealer. 





Follows the tractor and harrows 
on turns without digging in. 
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NUMISMATIC SERVICE 


OLD COINS 
RARE COINS 
* GOLD COINS 


Bought —Sold—Appraised 


UNITED STATES, FOREIGN, AND 
ANCIENT COINS PURCHASED. 


I will buy any quantity of this material, 
from coins worth a small premium over 
face or their intrinsic value to the greatest 
rarities. All gold coins in fine or better 
condition are now considered Numismatic 
items. No coin or collection too small to 
receive prompt, courteous consideration; 
no collection too large to be purchased 
for cash. 


Expert Appraisal Service 


No charge for office appraisals. 



























One of the world’s 
For Sale largest and most 
complete stocks of Coins, Tokens, 
Medals, and Paper Money to select 
from. Many items from famous 
collections in this country as well 
as Europe. Correspondence invited. 


JAMES KELLY 


Third & Broadway, DAYTON, OHIO 









Reference: 
Winters National Bank, Dayton, Ohio 
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mission recommends the use of com- 
plete analysis. 

In conclusion, the commission hopes 
that the simplified analysis plan will 
receive the earnest consideration of all 
country banks. The commission be- 
lieves that widespread adoption of the 
plan would serve to develop a much 











HIGH CALIBER 
CONSUMER CREDIT EXECUTIVE 
WANTED 


Large commercial bank offers 
exceptional opportunity to exec- 
utive with broad and thorough 
experience in large bank. Must 
be able to establish and super- 
vise comprehensive installment 
sales credit department includ- 
ing property improvement, auto- 
mobile, household appliance and 
small business loans. Salary and 
opportunity commensurate with 
experience and ability. 


Application should include 
complete history of education, 
social background and business 
experience. 

Replies will be held strictly 
confidential. Address Dept. K, 
P. O. Box 2009, Philadelphia 3, 
Pennsylvania. 

















. and printed to make it readable. 
We're talking about the maker's name 
on a bank check . . . it should appear 
twice. Ten billion times a year names 
are signed to checks and a high per- 
centage can be read only by experts. 
What banks pay for this illegibility 
will never be known. 


The “cure” is easy. Print the names. If 
you want people to read something 
easy, print it. Some signatures seem to 
cry ‘We can stump the experts!”. . . 
and frequently they do, at great cost 
to banks. When Bill Mvidiano whips 
out his new “51” and dashes off his 
signature the result looks like a surre- 
alist’s conception of three men on a 
horse. Still, Bill expects his checks to 
be sorted and filed correctly . . . and 
strangely enough they are. 


But how much easier it would be if 


SIGNED TO MAKE IT GOOD... 














the mystery was taken out of such 
signatures! That’s where De Luxe 
Personalized Checks come into the 
picture. They make things easy for 
your operating people. The public 
likes them. You save money because 
you recover the cost. And there’s a lot 
of fun in selling them. Banks from 
coast to coast, large and small, con- 
tinue to feature De Luxe Personalized 
Checks and the number of depositors 
using them is increasing swiftly. 









Have you been selling them in your 
bank? If so, do you need new publicity 
material? We will gladly send what- 
ever you require at no cost to you. If 
you haven't started to sell them, this 
is a good time to get rolling. Prices 
haven’t advanced a penny on these 
checks and deliveries are prompt from 
any of our five plants. Write us for 
the whole story. 






















Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO. KANSAS CITY, ST.PAUL 














greater degree of fairness to bank 
customers generally, to create a better 
understanding of service charge pro- 
cedure by the public as well as by bank 
staff members, and to promote better 
customer relations through greater 
uniformity in the application of service 
charges. 


° . 4 


OVERSEAS 
BANKING 


(CONTINUED FROM PAGE 23) 


Chinese and foreign, will be able 
to care for the needs of import and 
export merchants, and that the Central 
Bank will intervene only as it is neces- 
sary to stabilize exchange. 

While the regulations place exchange 
transactions under government con- 
trol, they do open the way for the con- 
version of U. §. dollars, sterling, and 
other currencies into CN dollars and 
vice versa, for permitted purposes, at a 
realistic rate based on open market 
quotations. Imports, however, have 
been classified and will be controlled. 

Prominent in the program for stab- 
ilization are T. V. Soong, President of 
the Executive Yuan, O. K. Yui, 
Minister of Finance, Tsuyee Pei, new 
Governor of the Central Bank of 
China, and Jian H. Chen, Deputy 
Governor of the bank and Special 
Finance Commissioner for the Shang- 
hai-Nanking area. 

Outside of China, the reconstitution 
of banking facilities has proceded 
farther in the Philippines, because of 
the earlier liberation, than in any other 
Far Eastern territory. With their con- 
quest of the islands, the Japanese had 
closed all the foreign banks and put 
them under liquidation in charge of the 
Bank of Taiwan. Local banks were 
allowed to remain open, though they 
had to operate within the framework 
of Japanese edicts. 

Following liberation two officers of 
The Chase National Bank, Donald L. 
Ballantyne and William J. Lamneck, 
in answer to a request to the bank by 
President Sergio Osmena, went to the 
Philippines to aid in the rehabilitation 
of the banking system. They flew to 
Manila early in March, 1945, while 
fighting was still in progress. They 
remained for six months, assisting in 
the formulation of presidential orders, 
proclamations and ‘new laws, prepara- 
tory to the reopening of the banks. 
Later, Mr. Ballantyne and Mr. Lam- 
neck returned from the United States 
to China, Mr. Ballantyne as manager 
of the Chase Bank at Hong Kong, and 
Mr. Lamneck as assistant manager 
at Shanghai. 

Subsequently, all banks were sub- 


THE 
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jected to examination by the govern- 
ment and a number were licensed to 
reopen. Of the number reopening, five 
were overseas banks. 

Japanese occupation currency was 
outlawed in the Philippines and given 
no value. This led to one of the biggest 
problems of the reopened banks, the 
question of what to do about loan re- 
payments that had been made in 
Japanese currency. Outside of that the 
reopened banks are conducting normal 
operations, though the islands are ex- 
periencing a serious inflation caused 
by the depletion of stocks of goods. 
The situation will hardly be corrected 
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until shipping is provided and large, 
new stocks supplied. 

When the British forces reoccupied 
the Straits Settlements, they promptly 
re-established the local dollar at its 
pre-war level. All British banks and 


. The National City Bank of New York 


were reopened for restricted business 
in October, and several other foreign 
banks have since resumed. 
Developments succeeding the reoc- 
cupation of the British Crown Colony 
of Hong Kong followed a similar pat- 
tern. Exchange was quickly re-estab- 
lished at the pre-war level of 1 shilling 
3 pence Sterling to the Hong Kong 








- « « UNTIL SOMEONE BLOWS IT 


The old saying about “he who bloweth not his own horn, said horn 


remaineth in a state of untootedness’” applies to banks as well as 


to other businesses, especially to banks seeking new, out-of-town 
business. For while your bank, with its attractive building, complete 


services, and capable, courteous personnel, is well known in your 


immediate community, it is probably just a name to many out-of-state 
banks and commercial firms. That’s why so many banks “blow their 
own horns’’ by advertising their facilities in the Bankers Directory 
(the Blue Book). To increase your bank’s new business, use a prom- 
inently displayed listing in the Blue Book—the preferred financial 
directory of the world for 73 years. Write today for Blue Book rates. 


THE RAND MSNALLY BANKERS DIRECTORY 
‘‘THE BLUE BOOK’"’ 


536 South Clark Street «+ 


Chicago 5, Illinois 
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dollar. This is equal to about 25 cents 
in U. S. currency. 

In general, the banks there refused 
to recognize repayments of loans made 
to Japanese liquidators in occupation 
currency. On customers’ accounts a 
general moratorium existed at first, but 
withdrawals of deposits from accounts 
which had not been active during 
occupation were authorized. 

All of the principal domestic banks 
continue to function in Japan, though 
they are considered to be in a precari- 
ous condition due to the commitments 
they were compelled to assume during 
the war. The Yokohama Specie Bank, 
for example, now shows assets of over 
340 billion yen, as compared with three 
and one-half billion in June, 1941. 

Special banks established for financ- 
ing Japan’s expansion in the South Seas 
and for the production of munitions 
have been closed for liquidation. The 
Bank of Japan, the bank of issue, has 
remained open to facilitate exchange 
transactions. 

None of the foreign banks previously 
established in Japan has been reopened 
and there seems little possibility of 
such a development in the near future. 
Of Japan’s foreign banks, the Alien 
Property Custodian announced in Jan- 
uary that he had taken over all 
branches of the Bank of Taiwan and 
Yokohama Specie Bank in the Philip- 
pines. The latter’s branches in New 
York, San Francisco, Seattle, and 
Honolulu were taken over at the out- 
break of the war. 

On February 16, the Japanese Gov- 
ernment issued two financial ordinances 
which froze deposits in banks and pro- 
vided for a new currency to replace all 
outstanding bank notes of over 5 yen 
denomination. Holders of currency 
are required to turn in their notes for 
deposit in blocked accounts which will 
be subject to very limited withdrawals. 
By these measures the Government 
hopes to control inflation and halt 
black market operations. 

The consensus is that it will be some- 
time before Japan is permitted to trade 
with the outside world. The general 
plan is to use the United States Com- 
mercial Company to act as the agent 
of Japan during the period of occu- 
pation. 

In this connection, plans are now 
being drawn for a three-year economic 
rehabilitation program for the Island 
Empire. Surpluses such as silk, cul- 
tured pearls, tea and other products, 
will be acquired by the United States 
Commercial Company. They will be 
sold in the United States and other 
markets for foreign exchange. 

Dollar exchange will be used princi- 
pally to acquire short staple cotton, 
petroleum and foodstuffs in the United 
States. The bulk of the cotton will be 
used to produce clothing for the 
Japanese population. Under this plan 
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it is hoped that Japan will be put on 
the road to peaceful commerce. 

The return of overseas banking to 
the Far East has been accompanied by 
the reopening of American Express 
Company offices. The Manila office 
was reopened in August, 1945. This 
was followed in January, 1946, by the 
reopening of the Hong Kong and 
Shanghai offices and the opening of a 
new office at Karachi, India, an impor- 
tant center on Far-Eastern air routes. 
The Bombay office had remained open 
and Calcutta was closed for only two 
years. Other offices expected to reopen 
in the near future include Singapore, 
Peiping, Tientsin and Colombo, Ceylon. 

Of the future of trade and its financ- 
ing throughout the whole Far East, 
little need be said. The market for 
goods everywhere is self-evident. The 
means of financing it, of providing ex- 
change, may not always be easy. But 
those familiar with the Far East are 
watching the resumption of foreign 
trade and banking there with keen 
interest and with confidence. 
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FIRST AID 
FOR HOUSING 


(CONTINUED FROM PAGE 26) 


uled for Sacramento, to reach the 
home building industry in the Sacra- 
mento Valley. Afterwards a meeting is 
planned for the Los Angeles area, 
probably at Long Beach, which will 
bring together the home builders from 
a large residential area as far away as 
Santa Monica. 

Another direct aid to the industry 
is a group of men from the San Fran- 
cisco head office under direction of 
Assistant Vice-president R. F. Moretti, 
and in Los Angeles headquarters oper- 
ating under Assistant Vice-president 
H. A. Dutcher, who contact the active 
builders and the building organiza- 
tions. These contact executives are 
former branch managers, well qualified 
to assist contractors in solving their 
financial problems and other compli- 
cated business tangles. 

The bank has also been instru- 
mental in interesting the larger home 
builders and contractors of the San 
Francisco Bay area in aiding the local 
builders in the smaller cities of North- 
ern California. In these cities perhaps 
only 200 or 300 additional houses are 
required. The larger building opera- 
tors can help the smaller community 
builders in the “know how” of pro- 
duction and in getting materials. 

The bank’s advertising campaign 
under Mr. Townsend is being used to 
support the housing promotion pro- 
gram. Itincludes radio, outdoor boards, 
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hir Express Goes 





Rates slashed 22%— now more than ever, 
a money-making “tool” for every business 


No matter where you do business, even in 
the smallest town, the speed of Air Express 
is at your service — between thousands of 
U. S. communities and scores of foreign 
countries. 

Yes, when “getting something fast” 
means better serving a customer or clinch- 
ing a deal, keeping a factory open and men 
at work — Air Express more than pays its 
way. It’s a money-maker. 





Specify Air Express-Better Business Buy Than Ever 















































RATES CUT 22% SINCE 1943 (U.S. A.) 
AIR Over 40 ibs. 
mates | 2 tbs. | 5 tbs. | 25 ths. | 40 tbe. Ps per Ib 
149 | $1.00 | $1.00| $1.00/ $1.23 3.07¢ 
349 102] 1.18] 2.30) 368 921 
549 107 | 142] 384) 614 15.35¢ 
1049 1.17] 198] 7468) 12.28 30.70 
2349 1.45 | 3.53) 17.65) 28.24 70461¢ 
Over ., 
2350 147 | 3.68) 18.42) 29.47 73.68¢ 
INTERNATIONAL RATES ALSO REDUCED 












In the face of rising prices, Air Express rates have 
been slashed 22% since 1943, saving business 
millions of dollars. And rates include ‘Special pick- 
up and delivery in all principal U. S. towns and 
cities — with fast, co-ordinated air-rail service 
between 23,000 off-airline points. Service direct by 
air to and from scores of foreign countries in the 
world’s best planes, giving the world’s best service 
— at lowered cost. 





Write Today for new Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17, N.Y. Or ask 
for it at any Airline or Railway Express office. 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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Now Available Prompt Deliveries 








EASY SNAP T-SD 
“Style C” FILE BOX Sliding-Drawer FILE 
Corrugated Paper—Hinged Lid With All Steel Front 
150 stock sizes (Corrugated Paper) 50 stock sizes 












WE GUARANTEE OuR 


ALL STEEL greet 








TO PLEASE YOU OR 
Sliding - Drawer NO COST TO YOU IN THE 
FILES TRANSACTION 
MADE ANY SIZE TO YOUR 
SPECIFICATIONS -- MAIL ORDERS TO ... 


THE STRAYER COIN BAG COMPANY,New Brighton, Pa. 
Manufacturers of BANK SUPPLIES since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS— 
CURRENCY STRAPS—BANK SPECIALTIES 





























THE FINEST 
ERASER |, 
EVER USED!) 








The RUSH - FybRglass- 
ERASER is needed in every 
Bank, Office, Institution and 
Business, for Economy and 
Efficiency. 


USERS SAY: ‘Leaves paper 








—s TUBULAR 
clean’’—'’No smudge on WRAPPER 
carbon copies’’ — ‘’Erases IS PUSHED 
single letter without eras- UP FROM 
ing shield’. BOTTOM 

Saves time and speeds up counting of pennies, 

WE SAY: “Every RUSH- = dimes, quarters and halves. Just push 

ERASER is guaranteed to | tubular wrapper up inside of Bakelite stem, 


holding bottom closed with finger. Count 


satisfy, or we will refund coins into hopper. Pull wrapper from bottom 


the purchase price.” and crimp.ends. In five sizes. 


SET OF 5 SIZES 
PROPEL—REPEL— 


REFILLABLE 
RUSH-ERASERS, each . . 50c | 
REFILLS (pkg. of 2) . . . 25¢ 

We pay the postage. 


If you order direct from us, | WRITE TODAY—DEPT. B 
please send the name of your 


stationer. DP C. 3 DOWNEY Soutien 
THE ERASER co., INC. HANNIBAL, MISSOURI 


233 W. Wafer St., Worlds Largest Mfrs, of Coin Wrappers 
Syracuse 2, N. Y. 
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newspapers, car cards and direct mail. 

The first step was to send a letter 
with a double spread in color featuring 
Timeplan financing to 48,000 regis- 
tered realtors, contractors, builders, 
plumbers, painters’ and hardware 
stores. This distribution blanketed 
the home building and modernization 
industry. A business reply card was 
enclosed offering a supply of the new 
Timeplan Modernization folders, im- 
printed with the dealer’s name free. 
The letter created an intense interest 
and to date nearly one and a quarter 


_ million of these folders have either 


been delivered or are now on the 
presses. 
A continuous campaign featuring 


| housing has been appearing in 400 


California newspapers. 

Six hundred units of outdoor boards 
are being used during the year. Hous- 
ing themes have been on display ever 
since the overseas veterans began 
coming home. 

Now in course of production is a 
book called “Things To Do Around 
The House.” Its purpose is to stimu- 
late home owners to modernize, to 
make war-weary houses more livable, 
and to provide additional housing 
facilities. 

Farm homes and buildings have not 
been overlooked. An 8%” x 11” 
booklet called “Better Living On The 
Farm” is now in production. It is 
fully illustrated in color, shows how 
to get more out of life on a California 
farm and the advantages of Timeplan 
financing for FHA Title I loans. The 
booklet is intended for release later in 
the year to California farmers. 


N essential part of the housing 

program is to improve the bank’s 
financing service for the public and the 
building industry. To this end new 
time-saving forms have been designed 
to help dealers cut costs by saving 
time in arranging financing. A new 
type of sales kit containing a pad of 
home modernization notes, a schedule 
of Timeplan monthly payments, and a 
pad containing FHA Title I credit 
applications and dealer’s completion 
certificates and borrower’s completion 
certificates, was distributed at the 
Oakland meeting for use of dealers’ 
salesmen. These simplified note kits 
enable salesmen to make use of a 
psychological factor in closing the 
sale, through having all forms in- 
cluded in one neat package bearing 
the bank’s emblem. 

To date, say bank executives, the 
results from the housing promotion 
program show that, even with many 
building materials still scarce, the 
bank’s Title I loans are increasing 
daily and many new requests are being 
received for information on all kinds 
of home owning and home moderniza- 
tion problems. 
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“For 32 years, yours has been the 
exclusive task of equipping our banking 
rooms. Now you are drawing plans for 
our fifth major expansion to exceed 
$300,000. We consider you the leader 
in your field... highly specialized in 
designing and building quarters that 


fit present and future needs.” 
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ARTHUR A. BLUMEYER, PREs. 
INDUSTRIAL BANK & TRUST CO.—ST. LOUIS 


CAPITAL FUNDS: $3,155,177 ® RESOURCES: $68,621,752 


“Fact 


Equipment a 


OF AMERICA 
NINTH & SIDNEY STS. ST.LOUIS 4, MO., U.S.A. 
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WHEREVER YOU GO, YOU SEE 
BURROUGHS MACHINES 


g Burroughs . 
lower cost: 
an 
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YPPLIES 


The office of the Atlantic Refining Company, Philadelphia, pictured 
above, is typical of thousands of offices that depend on 


Burroughs 
machines for 


fast, atcurate handling of all types of accounting work. 





